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“A Peoria Life Agent's Big Asset 


Among the fixed aims of the Peoria Life has always been this one: 
to make it worth a great deal to be able to say, ‘‘I am the Peoria Life 
Agent.” Through its policy of “Service to Policyholders” the Peoria Life 
has built up a good will of incalculable value to its representatives. 
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In every community where the Company 
operates, when people think of the Peoria 
Life, they remember how promptly its death 
claims are always paid —how its agents have 
rendered every assistance to the beneficiaries 
—how the settlements are approved and 
checks mailed within thirty minutes after 
— of proofs—often delivered before the 
uneral. 
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The name of the Peoria Life suggests to 
the public the unusually liberal policies and 
benefit it provides. It reminds them of its 
Free Annual Health Examination. They 
think of its friendly, helpful attitude,— its 
Die eee Bulletins and “Policyholders’ 

onth.” 


MoateassCon idaheT hen!” Eve transaction deepens the impression 
that the Peoria Life is consistently giving life 
Good Contracts insurance service that is out of the ordinary. 
to Clean, Such a favorable reputation for conscientious 
pF gp ee “Service to Policyholders” is one of the big 

e assets of the Peoria Life agent. 


Peoria Life Insurance Company 


Peoria, Illinois 
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Occupational Hazards ‘ 


| 

| Quite often in your solicitation for business you will meet a pros- 
| pect who is an exceptionally good risk with the exception that the 
| occupation may be hazardous. Unless you can place that policy, 
your effort in making the solicitation is wasted. 


The Central Life agent has a marked advantage in this respect. In 
the Central Life all occupational hazards are handled on an extra 
annual premium basis, WHICH IS REMOVABLE WHEN IN- 
| SURED DISCONTINUES HAZARDOUS OCCUPATION. 


This is just one of the many advantages that Central Life agents 

| enjoy. There are many others. If you are located in Illinois, Iowa, | 
| Missouri, Minnesota, South Dakota, Nebraska, Kansas, Texas, or | 
Michigan, we will be glad to give you our particulars as to agency 

openings in these states. 
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The Central Life Insurance Company of Illinois a 
OTTAWA, ILLINOIS : 

















Operates in Illinois, lowa, Minnesota, South Dakota, Michigan, tient 

Texas, Kansas, Missouri and Nebraska | ance 
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WHAT BUREAU FINDS 
AS TO NEW AGENTS 


Some Valuable Facts Are Brought 
Out as to Prospecting for 
Recruits 


RESEARCH WORK IS DONE 


Managers Need to Give More Time to 
Securing and Training Those 
Entering Insurance 





John Marshall Holcombe Jr. of New 
York, manager of the Life Insurance 
Sales Research Bureau, spoke this week 
before the Lincoln National Life agents 
at their meeting in Ft. Wayne, Ind. 





JOHN MARSHALL HOLCOMBE, JR. 


He first described the work and aims 
of the Life Insurance Sales Research 
Bureau, of which the Lincoln National 
was a charter member and on the exec- 
utive committee of which Vice-Presi- 
dent Walter T. Shepard has served since 
the organization of the committee. 


Gets Practical Information 


_ “The Bureau,” he said, “represented 
forward thought in agency problems 
Just as research in any line endeavors 
to secure more accurate knowledge of 
the problem under consideration, Pure 
research aims simply to secure knowl- 
edge and determine the truth. Prac- 
tical research, of which the Life Insur- 
ance Sales Research Bureau is an ex- 
ample, desires not only to secure more 
and better information, but desires also 
tO put it to practical use. Life insur- 
ance has known what research was for 
calles yeors though it has seldom been 
doctors” that name. The work of the 
thdere and actuaries in the study of 
sible eng problems has made pos- 

. accurate results in that direction, 
ut it was not until after the war that 





NEW COMPANY DROPPED 


ONE IS RETIRED BY JAMESON 


Former Head of United Life & Accident 
Surrenders Charter Rights of 
Northeastern Life 


CONCORD, N. H., Nov. 6—S. W. 
Jameson, recently deposed as presi- 
dent of the United Life & Accident of 
this city, largely on complaint that he 
had formed new companies with the in- 
tention of merging the United Life & 
Accident with the new organization, has 
notified the New Hampshire department 
that he desired to retire one of the new 
companies he had formed and of which 
he was president, the Northeastern Life. 
He states the company has no policies 
outstanding, that it desires to relinquish 
its authority and the president asks the 
return of deposits of securities. 

Relinguishes Charter Rights 


President Jameson’s letter to Com- 
missioner Sullivan states: “The North- 
eastern Life Insurance Company hereby 
certifies that said company has no poli- 
cies of insurance outstanding and it 
hereby relinquishes its authority and 
right to do any future business under its 
charter rights and requests that you 
surrender to said company all deposits 
of securities in your hands or possession 
heretofore deposited with the commis- 
sioner for certificates of authority is- 
sued enabling the company to do life 
insurance business, which certificate is 
hereby rendered.” 

Commissioner Sullivan has taken the 
matter under advisement but as yet has 
not replied to the request. 


Company Being Examined 


Mr. Jameson is also president of the 
North Atlantic Securities Corporation, 
which has offices in Concord, and which 
was formed by Mr. Jameson as a hold- 
ing company. The plan of the deposed 
president of the United Life & Accident 
was to consolidate the United Life and 
the Northeastern Life, with the North 
Atlantic Securities as the holding com- 
pany. 

The United Life & Accident is now 
being examined by the Massachusetts 
and New Hampshire departments pre- 
paratory to action on its request to enter 
Massachusetts. 


any forward steps had been taken in 
carefully analyzing the sales problem. 
In fact, when the bureau was organized 
in January 1922, the skeptics far out- 
numbered the supporters of the idea. 
Furthermore, there were no _ precon- 
ceived plans of what the bureau could 
do and its development has been entirely 
in response to the needs as they appear. 
Growth of the Bureau 


“Starting with a total of 12 com- 
panies the bureau has grown until today 
67 companies have joined in this broad 
undertaking. The problem which has 
claimed the chief attention cf the bureau 
for the last 12 months has been the 
problem of field management. Several 
broadminded life insurance officials on 
the executive committee expressed the 

(CONTINUED ON PAGE 24) 








MAKES SEAY CHAIRMAN 


WILL STUDY LAPSE PROBLEM 


American Life Convention Appoints a 
Special Committee to Make Report 
at the Next Meeting 


At the annual meeting of the Ameri- 
can Life Convention in Des Moines a 
resolution was adopted empowering the 
president to appoint a committee of five 
members to consider and report at the 
next annual meeting methods of pre- 
venting lapses or devise and present 
plans tor minimizing the waste so gen- 
erally suffered from this source. 

President J. B. Reynolds has ap- 
pointed Harry L. Seay, president of the 
Southland Life of Dallas, as chairman 
of this committee. The other members 


are Secretary O. J. Arnold of the IIli- 
nois Life, Vice-President E. E. Rhodes 
of the Mutual Benefit Life, President 





SEAY 


HARRY L, 
President Southland Life 


Life; 
Bank- 


Frank P. Manly, Indianapolis 
Vice-President Gerard S. Nollen, 
ers Life of Des Moines. 

This is a particularly strong commit- 
tee. It will have a difficult question to 
study, but is one that demands most 
earnest attention. Undoubtedly there is 
vast waste in life insurance through 
lapsing of policies. The report of this 
committee will be most important. 


Finds Conditions Favorable 


Despite the poor cotton crops of the 
south and the unfavorable wheat situa- 
tion in the west, conditions all over the 
country are exceptionally favorable to 
the life insurance man, according to 
Stewart Anderson, manager of the bu- 
reau of field service, Penn Mutual Life, 
who returned last week from a tour of 
the country, including the company’s 
four regional conventions. The best 
prospects, he suggested, were to be 
found in the grewing and prosperous 
cities of the great northwest. The 
agents generally are doing well, and the 
close of the year will doubtless find 
many production records broken. 





HYDE AGAIN THREATENS 
BAY STATE COMPANIES 


Will Refuse to Renew Licenses 
Unless Massachusetts Admits 
Missouri Reciprocal 


INVOLVES 25 COMPANIES 





Action Taken on Complaint Filed by 
Attorneys for Excluded Kansas 
City Exchange 


Superintendent Hyde of Missouri has 
once more jumped into the breach for 
the Kansas City Reciprocal Exchange 
and announced that he 
renew the the 25 
chusetts insurance companies operating 


has will not 


licenses of Massa- 
in his state when their licenses expire 
in 1924. This action, taken at the re- 
quest of Charles M. Howell and Wal- 
ter K. Chorn, attorneys for the recipro- 
cal, is in retaliation for the refusal of 


Commissioner Monk of Massachusetts 


to grant a Bay State license to the 
Kansas City exchange. 

The companies affected by Hyde's 
latest pronouncement are: The Boston, 
Employers Fire, Massachusetts Fire 
& Marine, Old Colony, Springfield 
Fire & Marine, Fitchburg Mutual, 
Lumber Mutual of Boston, United 
Mutual of Boston, Brotherhood Acci- 
dent, Eastern Casualty, Loyal Pro- 
tective, Masonic Accident, Massa- 


chusetts Protective, Ridgley Protective, 
United Casualty, Employers Liability, 
American Mutual Liability, Liberty 
Mutual, Berkshire Life, Columbian 
National Life, John Hancock Mutual 
Life, Massachusetts Mutual Life, New 
England Mutual Life and State Mutual 
Life. 
Reciprocal Files Complaint 

Formal complaint of the denial of 
the Massachusetts license was filed 
with Supt. Hyde by Howell and Chorn 
as counsel for the reciprocal on Novy. 1. 
The reciprocal complaint reviewed the 
efforts of the concern to obtain a 


Massachusetts license since its initial 
effort in that direction about a year 
ago, leading to the latest refusal by 
Commissioner Monk on Oct. 22. The 
complaint further charged that the 
Massachusetts life companies do not 
qualify under the laws of Missouri 
and had not met the requirement of 
the Missouri statutes with regard to 


foreign companies transacting business 
in the state. 


Statement by Hyde 


Superintendent Hyde in a statement 
being forwarded to the companies af 
fected and their agents in Missouri, 
said: “It has been admitted by the 
Massachusetts department that the 
Reciprocal Exchange is thoroughly 
sound, ably managed and in every re- 
spect meets the financial requirements 
of the Massachusetts law. Yet, despite 
these facts, this Missouri company is 
denied the privileges in Massachusetts 
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which Missouri grants to companies of 
Massachusetts. ; 

“I am entirely familiar with all the 
facts in the protest and I shall refuse 
to issue licenses to all insurance com- 
panies domiciled in the: state of Mas- 
sachusetts or organized under the laws 
of Massachusetts at the expiration of 
the present licenses issued for 1923, 
and shall continue to refuse to issue 
such licenses so long as the laws of 
Massachusetts thereunder prohibit Mis- 
souri insurance companies from oper- 
ating in Massachusetts.” 

Superintendent Hyde contends that 
he has power under Section 6343 of the 
Missouri statutes to take the action he 
contemplates. 


Mandamus Writ Issued 


It will be recalled that the Missouri 
supreme court on Oct. 6 issued a writ 
of mandamus at the request of the 
Boston and the Springfield Fire & 
Marine to compel Hyde to renew the 
licenses of those companies. That writ 
was returnable to the supreme court 
within 30 days and Superintendent Hyde 
renewed the licenses Nov. 5, just with- 
in the time limit. 

Prior to this time the majority of the 
Massachusetts companies have been 
operating under tentative licenses, as 
when their 1922 licenses expired last 
February and March, Superintendent 
Hyde failed to renew them but stated 
to representatives of the companies 
orally that they could continue to do 
business in Missouri pending the final 
decision of the Massachusetts depart- 
ment on the reciprocal’s application for 
a license. 

Depend on Technicality 


It was on this technicality that 
Charles M. Howell, Dan V. Howell, 
Joshua Barbee and C. P. LaMire, attor- 
neys for the reciprocal interests, who 
appeared for Superintendent Hyde, 
sought to break down the application 
for mandamus. They contended that 
either the alleged oral agreement with 
Hyde was a license, or that the com- 
panies were doing business in the state 
illegally. In answer to that the coun- 
sel for the insurance companies denied 
the agreement and contended that they 
had complied with all the legal require- 
ments of Missouri and were entitled to 
a license. 

Insurance attorneys contend that 
neither Section 6343 or any other law 
now on the Missouri statute books 
grants Hyde the authority he has as- 
sumed and is again threatening to 
exercise in 1924. 





INTEREST IN McMAHAN PLAN 





South Carolina Commissioner Calls a 
Conference of Some of the More Rad- 
ical State Supervisors 





Considerable curiosity is manifested in 
the call issued by Insurance Commis- 
sioner John J. McMahan of South Caro- 
lina for a mid-continental conference on 
the regulation of insurance to be held 
in St. Louis Nov. 30 and Dec. 1. These 
are the days preceding the mid-year 
meeting of the Insurance Commissioners 
Convention in New York. Commis- 
sioner McMahan has invited to this con- 
ference some of the central western and 
southern commissioners who are classed 
among the more radical element in the 
commissioner convention. Commis- 
sioner McMahan recently wrote to Gov- 
ernor Hyde of Missouri, commending 
the position the latter took in refusing 
to issue a proclamation for fire preven- 
tion week. In the invitation extended 
by Commissioner McMahan are the fol- 
lowing terse statements: 

“No Reports. No Visitors. No En- 
tertainment. No _ Lobbying. No 
Liquor.” 


New Oklahoma Company 


A charter has. been issued to the Se- 
curity Life of Tulsa, Okla., with J. W. 
Richardson, P. S. Thompson and M. C. 
Perara, all of Tulsa, incorporators. The 
capital stock is $100,000. 





MOVE IS DISAPPROVED 


URGES PATIENCE ON TAXES 


President I. S. D. Sauls of Southern 
Conference Believes Action Might 
Prove Boomerang 


——— 


Criticism of the proposed taxation 
commission of insurance men was 
voiced by I. S. D. Sauls, president of the 
Southern Industrial Insurers Confer- 
ence, in his annual address before the 
conference at Pinehurst, N. C., this 
week. President Sauls said that the tax 
question is undoubtedly one of the most 
important before insurance companies 
at present, but he does not feel that the 
time is ripe for action on the part of 
the insurance men and that a concerted 
move as has been suggested might be 
ministrerpreted and prove a boomerang 
to the insurance companies. Mr. Sauls 
said in part: 

Patience Is Wise Plan 


“The question of law and taxation, as 
relating to our business, is a proposition 
always to be approached carefully and 
cautiously. While we are now carrying 
a heavier burden than we should have 
to carry in the way of taxation, it may 
be the better part of wisdom to be pa- 
tient for awhile than to start a move- 
ment which might take a different direc- 
tion from what we intended. The fed- 
eral government is having a run of im- 
portunities for increased appropriations 
for many things. There are indications 
that the incoming congress will have 
strong pressure from influencial sources 
which will force increased instead of 
decreased appropriations. In this event 
our business will be fortunate if it is 
able to successfully oppose an extra 
raid on our funds. I would like to stress 
this point at this time for the reason a 
suggestion has recently been made by an 
eastern insurance paper that the sev- 
eral insurance organizations start a com- 
bined movement with the idea of secur- 
ing ah.amendment to the income tax law 
which would permit the deduction from 
taxable income of premiums paid for 
life insurance and deferred annuities. 

Action Might Be Boomerang 


“Under ordinary conditions and cir- 
cumstances this suggestion might have 
some chance to be worked out in a way 
most beneficial to our business. It might 
mean increased service to our policy- 
holders and their beneficiaries, a thing 
all honest company managements are 
striving for all the time. However, in 
view of what I have previously said 
about the probability that congress will 
be strongly importuned to make in- 
creased instead of decreased appropria- 
tions, it seems to me a bad time to in- 
vite special attention of the tax machine 
even by any intimation to the fact that 
we are in possession of funds which 
might legitimately be drawn upon in 
addition to what is already being taken 
from us. The danger is, as I see it, in 
the probability that the government 
might get the idea that it needed any 
additional dividends or profits we might 
be able to pay more than our policy- 
holders and take prompt action in di- 
verting these proposed additional bene- 
fits into the public til! instead of into 
the nockets of the beneficiaries under 
life insurance policies and deferred an- 
nuities, 

“It may be claimed by some that I am 
scenting danger from afar off, and it 
may be that I am, but I trust you will 
agree with me that it is well for us to 
be extremely cautious at this time about 
‘waking sleeping dogs’. I do not have 
to remind you of the fact that the thing 
called taxation is most insidious and 
abiding. 

“For reasons which are plain, our 
business has always been a shining 
mark for the tax machine. Under our 
laws safety in insurance must come be- 
fore profits. Rightly conducted, as 
most insurance-companies are, the ele- 
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METROPOLITAN’S TEXAS PLANS 





Vice-President Cox Raps Robertson 
Law in Explaining Why It Will 
Limit Operations There. 





AUSTIN, TEX., Nov. 6—In con- 
nection with the relicensing of the 
Metropolitan Life in Texas, Robert 
Lynn Cox, second vice-president, au- 
thorized the statement that the Metro- 
politan will confine its Texas business 
to group insurance alone and that it 
has no present intention of entering 
other lines, therefore, it will not open 
offices and agencies for that purpose. 

A further statement by Mr. Cox was 
that the Metropolitan will not open any 
investment agencies in Texas; that for 
some years it carried investments in 
Texas securities aggregating 75 percent 
of its Texas reserve, which is the maxi- 
mum of the Robertson law _ require- 
ments, and that at present it has con- 
siderably in excess of that ratio in- 
vested in Texas securities. This also 
means the company will pay an annual 
tax of 2 percent on gross Texas pre- 
miums, the minimum tax. It paid the 
3 percent on the premiums during the 
16 years of its absence, Mr. Cox said, 
rather than dig through the voluminous 
records and ascertain to a cent the exact 
amount of Texas reserves under every 
condition. 

The explanation of the Metropolitan’s 
refusal to engage in general writing in 
Texas after being readmitted to the 
state was made by Mr. Cox in reply to 
questions. He said that the company 
has. objected to complying with the 
Robertson law in Texas because of the 
precedent it set for the other states. If 
all the states were to clamp down with 
a similar law, he said, the effect would 
be embarrasing and even disastrous. 
For that reason the company, at least 
for the present, is not going to render 
itself liable to such a contingency by 
engaging in the general business in 
Texas. Investments under group in- 
surance, he asserted, need not be near 
so large as required in general writing. 


Enters Four New States 


Rupert F. Fry, president of the Old 
Line Life of Milwaukee, announces that 
his company has entered four additional 
states. The company will soon name 
general agents for California, Washing- 
ton, Texas and Pennsylvania, which 
have granted licenses to the company 
within the past 30 days. Mr. Fry re- 
ports that October life business was 
nearly $250,000 greater than the million 
dollar business of October, 1922. The 
accident and health department of the 
Old Line Life showed a premium in- 
come increase of over 40 percent for 
October compared with last October, 
and has thus maintained the 40 percent 
increase record up to date for the whole 
year. 








ment of chance is less than in other 
businesses. Security suggests the idea 
of net surplus accounts sufficient to take 
care of any and all liabilities which may 
have a downward tendency. Our sur- 
plus funds which are built up solely for 
the protection of our policyholders look 
like ‘ready money’ to the tax machine, 
and in order to anticipate with any de- 
gree of certainty a reduction in our 
taxes things in general must be more 
favorable than I can conceive of them 
being in the immediate future.” 
Commissioners’ Meeting 

The adjourned meeting of the Na- 
tional Convention of Insurance Com- 
missioners will convene at Hotel Astor, 
New York City, Dec. 4, at 10:00 o’clock 
a. m., and probably continue through 
Wednesday and Thursday. The laws 
and legislation committee will meet at 
riotel Astor on Dec. 3, at 10:00 o’clock 
a. m. 





EXPLAINS THE MOVE 


WRITING SUBSTANDARD RISKS 





Connecticut Mutual Announces Plans 
for New Department and Analyzes 
Reasons for Action 





The Connecticut Mutual Life has 
drawn up its rules for underwriting 
substandard business and has notified 
its agents of the restrictions that will be 
placed upon this class of business which 
the company will now write. It is 
pointed out that the Connecticut Mutual 
will take only substandard business that 
originates with its own agents up toa 
limit of $25,000 the substandard depart- 
ment being in no way intended to de- 
velop brokerage business or that turned 
down by other companies. In the an- 
nouncement sent to the agents the com. 
pany points out the reasons for entering 
the substandard field which are given as 


follows: 
WIll Salvage Business 


“The company’s purpose in entering 
the substandard field is to salvage 
where possible much of the business 
necessarily declined for standard insur- 
ance, and at the same time to extend the 
field of operations into certain classes 
hitherto ineligible. In the furtherance 
of this purpose, we intend to handle only 
business originated and written by our 
own agents, for this is a service offered 
to Connecticut Mutual agents only. 

“You may be interested in the consid- 
erations influencing the company’s de- 
cision to engage in sub-standard busi- 
ness. We feel that the public may 
rightfully expect that insurance com- 
panies as a whole, holding themselves 
out as insurers of lives, will make such 
protection available on some basis to 
the greatest practicable number. The 
offer of types of coverage designed to 
fit the requirements of impaired lives 
appears to represent a fulfillment by 
companies of one of their functions as 
public service institutions, and we are 
inclined to think that the future will 
witness a growing tendency among com- 
panies to bear their share of such busi- 
ness. 

Great Aid to Agents 

“From the standpoint of the agency 
corps, we recognize that every declina- 
tion means loss of valuable time and of 
commissions to the agent. Every dec 
lination salvaged eliminates wasted ef- 
fort and represents greater efficiency 
and increased production for him, The 
sub-standard business will also prove, 
we expect, an attractive inducement to 
new men entering life insurance to join 
our ranks and so will become an im- 
portant aid to our general agents in the 
building up of a full-time agency or- 
ganization, 

“But of foremost importance is the 
effect the transaction of a sub-standard 
business will have on the interests o 
our membership, present and prospec- 
tive. From the studies made and the 
data accumulated, we are convinced that 
it can be conducted fairly and equitably 
from the standpoint of the sub-standard 
risk without imposing any burden of 
the standard business or in any way 
proving detrimental to the interests o! 
existing members. In fact, we believe 
that the increased volume of business 
accepted will reduce some charges a? 
distribute other fixed expenses over 4 
larger volume of business, and conse 
quently prove distinctly advantageous 
to the entire membership. Your coop- 
eration is essential to the success °% 
this new departure. The handling o 
substandard business, especially at the 
start, will necessarily prove slower that 
on standard business. 

“The maximum amount accepted 
medical impairments will be limited 
$25,000 or less, depending upon the 
severity of the impairment, in view 
the fact that the company has no reil- 
surance facilities covering sub-standat 
business.” 
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USE LIFE INSURANCE 


TO ENDOW ORCHESTRA 


Practical Demonstration of Its Use 
for Such Purpose Given at 
Kansas City 


GOAL IS THREE MILLION 





Financing of Big Civic Proposition, Dif- 
ficult Heretofore to Be Simplified by 
New Plan 


KANSAS CITY, MO., Nov. 6.—The 
institution of life insurance has again 
come forward to meet an emergency 
which no other financial factor could 
handle so well. 

Endownment insurance policies are 
being sold with the Kansas City Sym- 
phony Orchestra Association as bene- 
fciary, to provide an endownment fund 
for an orchestra organization. 

This plan for supporting an orchestra 


—or at least meeting the substantial de- 
fcit which every symphony orchestra 
has to encounter—was devised and is 
being put over by George M. Rider, 
agency manager at Kansas City for the 
Continental Life of St. Louis. Mr. 
Rider not only convinced the officers 
and directors of the association of the 
feasibility and desirability of his plan, 
but he has their earnest endorsement in 
the program and the association is going 
to help him sell the endownment poli- 
cies. Mr, Rider has been made manager 
of the endownment fund of the associa- 


tion. 
Hard to Finance Proposition 


The Kansas City Symphony Orches- 
tra Association was organized three 
years ago—and, by the way, the pro- 
ject was developed by another insurance 
man, Cliff C. Jones of R. B. Jones & 
Sons, who was the chairman of the or- 
iginal symphony orchestra committee. 
The association members were ambitious 
to promote music in a big way; but they 
couldn’t see the big money necessary. 

Into this breach stepped Mr. Rider, 
with life insurance. He proposed the 
selling of endowment insurance policies 
to persons wishing to subscribe to a 
really big purpose. He pointed out that 
by taking out an endowment policy with 
the association as beneficiary, the sub- 
scriber would be making comparatively 
small payments annually, but would be 
Providing large units for the endowment 
lund. Moreover, the face of the “sub- 
scription” would accrue to the associa- 
tion immediately upon the death of the 
subscriber, they would be leaving thou- 
sands, as they might wish to do, but 
with the payment of small sums. 


Seek $3,000,000 Endowment 


The association has set its objective 
at an endowment fund of $3,000,000 as 
represented by the face of policies to be 
sold, Of course the full fund will not 
be available until the end of the period; 
and efforts will be made to complete the 
$3,000,000 of insurance within a year so 
that the entire fund will be available in 
“l years. But the dividends are, it is 
said, to be paid to the association. These 
twidends, with the revenue from poli- 
“es paid into the fund, will provide sub- 
stantial help meanwhile in the meeting 
Oo! guaranties. 

t. Rider, as manager of the endow- 
ment fund, has already, with the help 
of his corps of about 20 agents, put on 
the books about $150,000 of insurance 
towards this endowment fund. A cam- 
Paign is being planned in behalf of the 
eS in which the officers and directors 
o the associaton will give their aggres- 
Sive support, 


CAPITAL IS INCREASED 


ACTION BY CHICAGO COMPANY 





Continental Assurance Makes Capital 
$500,000, Surplus $500,000 and 
Starts Forward Stride 





Vice-President Glenn F. Claypool 
makes the announcement that the Con- 
tinental Assurance, which is the life in- 
surance running mate of the Continen- 
tal Casualty, has increased its capital 
stock to $500,000 and its surplus to a 
like amount. The business increase 
made by this comparatively young life 
insurance company in 1923 has been so 
great as to justify the better than 
$1,000,000 of capital and surplus that 
the company will have in its torthcom- 
ing annual statement. 


Company’s Growth Rapid 


The growth of the Continental has 
been noteworthy. It began business 
about ten years ago with no insurance 
on its books and $150,000 of capital and 
surplus paid in. It never reinsured the 
business of any other company nor 
made use of the special devices often 
used by young life insurance companies. 

At the end of the current year its 
paid-for insurance in force will be in ex- 
cess of $40,000,000, its total assets ap- 
proximately $3,250,000, and its capital 
and surplus in excess of $1,000,000. New 
paid-for business for 1923 will be ap- 
proximately $20,000,000, and considering 
the conservative start of the company 
these rapidly accelerating figures give 
some idea of prospective growth in the 
future. 

Set Big 1924 Goal 


Vice-President Claypool states that 
the program for 1924 contemplates the 
writing of more than $25,000,000 of new 
paid-for insurance. The company’s op- 
erations have been restricted to com- 
paratively few states, but some addi- 
tional territory is to be opened in the 
coming year. The Continental Assur- 
ance is generally known as the life in- 
surance department of the Continental 
Casualty. The Continental companies 
at the close of 1923 will have combined 
assets in excess of $15,000,000, combined 
capital and surplus in excess of $4,000,- 
000, and a combined premium income 
for the year of well over $14,000,000. 








any person, desiring to enter it, to sub- 
scribe whether he can be insured or not, 
is that such person may pay for the in- 
surance on the life of another. 


Stimulate Other Similar Sales 


The publicity which will be given this 
endowment fund for the symphony or- 
chestra is expected to stimulate rather 
notably the market for endowment or 
straight life policies, the beneficiaries of 
which will be charities or civic projects. 
Some thoughtful agents are even now 
going over their prospect and insured 
lists, and studying them with the end in 
view of selling them insurance for be- 
quests. They are making quiet inquiries 
as to favored charities and objects of 
gifts, and getting lined up for the effec- 
tive follow-up of the coming campaign 
for its insurance endowment fund by 
the Kansas City Symphony Orchestra 
Association. 

It will be pointed out to such pros- 
pects that they might make their money 
go much further to these objects, by 
means of life insurance bequests. The 
subscriber of a $100 a year, for instance, 
might cut that a little in present gifts, 
add a few dollars to the total, and 
thereby add hundreds of dollars to his 
total donations over a period of years, 
besides providing a really worth while 
lump sum, 


Northwestern Enters Iowa 


The Northwestern Life of Omaha, has 
entered Iowa and will make an aggrs- 





ne feature of the plan which enables 


BUILDING IS DEDICATED 


LINCOLN NATIONAL NEW HOME 





Postmaster General Harry S. New Pays 
High Tribute to Life Insurance 
in His Address 





FORT WAYNE, IND., Nov. 7.—“I 
doubt if any other single agency has 
contributed more in its way to the de- 
velopment of the commercial and indus- 
trial progress of the United States than 
have the life insurance companies dur- 
ing the last half century,” said Post- 
master General Harry S. New in prin- 
cipal address at the dedication of the 
new home office building of the Lin- 
coln National Life here this afternoon. 

President Arthur F, Hall presided and 
gave a brief talk on the ideals of Lin- 
coln becoming the service ideals of the 
Lincoln National. Samuel M. Foster, 
chairman of the board of directors of 
the company, delivered the formal dedi- 
cation speech. He said that buildings 
tell of the ideals of the people of their 
times, referring to the tombs of Egynt 
and cathedrals of Europe. He pro- 
claimed the new Lincoln National 
home a symbol of business organiza- 
tion and high ambitions. 

Thousands went through the new 
Lincoln home Wednesday afternoon and 
evening. There was special music and 
a bowling match between the Lincoln 
Life team and the Mineralite of Chi- 
cago. Thursday morning an address on 
agency building will be given by John 
M. Holcombe, Jr., of the Life Insurance 
Sales Research Bureau. There will be 
an agency session in the afternoon and 
a banquet at night with addresses by 
William B. Burruss, Young E. Allison, 
President Hall, Harry L. Askew and 
V. J. Harrold. Friday morning there 
will be a meeting between the heads of 
departments and agents to gain views 
for strengthening company cooperation. 


STATE RALLY IN NEBRASKA 





Agent’s Qualification to Be Principal 
Topic at Meeting in Lincoln 
Nov. 20. 





A statewide rally of life insurance 
men of Nebraska is to be held at Lin- 
coln Nov. 20, under the auspices of the 
insurance subdivision of the Lincoln 
chamber of commerce. Thomas L. 
Donaldson, former commisisoner for 
Pennsylvania, will be the main speaker 
of the evening, and will tell the insur- 
ance men how he put the agents’ quali- 
fication law over in that state and how | 
it worked. 

The subdivision had been conducting 
a campaign for the creation in the cities 
having chambers of commerce or com- 
mercial clubs of similar insurance 
groups, representing all men engaged 
in all lines, and it will invite these to 
send representatives to the state gather- 

*,. An effort is also being made to 
interest insurance men in the smaller 





MUCH DATA GIVEN ON 
CREDIT LIFE INSURANCE 


National Association Issues Com- 
pilation of Addresses on 
This Phase 


IS VALUABLE SYMPOSIUM 


Shows Ideas of Nationally Prominent 
Men on Relation of Life Insur- 
ance to Credit 


A valuable aid to life underwriters in 
the study of life insurance as a credit 
stabilizer and a reference for those pre- 
paring the December association meet- 
ings on this subject has been published 
by the National Association of Life 
Underwriters in the form of a compila- 
tion of 15 articles by nationally promi- 
nent men, edited by Everett M. Ensign, 
executive secretary of the National As- 
sociation. The publication first distin- 
guishes between credit insurance and 
life insurance for credit and then points 
out statistically the need for the latter 
protection, 

Bankers’ Views Given 


The first article is by A. Barton Hep- 
burn, formerly chairman of the board 
of directors of the Chase National Bank 
in New York City, being an address 
delivered before a recent meeting of the 
association of Life Insurance Presidents. 
Mr. Hepburn reviews in a very compre- 
hensive way the relation of life insur- 
ance to the credit fabric of business. 
He particularly stresses the psychologi- 
cal significance of life insurance. It has 
been looked upon as one of the best 
studies on the question of life insurance 
for credit. 

There is also given an address deliv- 
ered by Dr. W. F. Gebhart, dean of the 
school of commerce and finance at 
Washington University and _ vice-presi- 
dent, of the First National Bank at St. 
Louis. Dr, Gebhart gives the relation 
of life insurance to banking and com- 
mercial credit. He points out that life 
insurance not only alleviates suffering 
but constitutes a great reservoir of capi- 
tal profitably used in industry for the 
general weltare of society. He shows 
how life insurance overcomes the limi- 
tation of money and plays the part of a 
stabilizer of business, 


Life Underwriters Also Quoted 


Another article is that by James Lee 
Loomis, vice-president of the Connecti- 
cut Mutual Life, an address delivered by 
him before the Tuck School of Finance 
at Dartmouth College this year. Mr. 
Loomis endeavors to show the impor- 
tance of life insurance in protecting the 
life of business. He deals with it from 
the individual, partnership and _ cor- 





towns to attend. Omaha has promised 
to send a large delegation. 

The movement has two objects, to 
secure a reorganization of the state in- 
surance department to the end that 
more of the tax money paid by the 
business shall be expended in the con- 
duct of the department, and to educate 
the public along such lines as will make 
it possible for representatives of the 
business to approach members of the 
legislature who have had some previous 
information as to what they actually 
desire and what they hope to secure in 
the public interest. Ultimately the aim 
is to secure a better type and character 
of agents. 


Thomas B, Fulmer, branch manager of 
the Travelers at Columbus, O., was in 
Indianapolis last week owing to the 
death of his mother in that city. She 
had been in poor health for several 
months. Mr. Fulmer formerly lived in 
Indianapolis and has the sympathy of 


porate point of view. He credits life 
insurance as being the most stable asset 
a business enterprise can possess, 
“The human asset in business” is the 
subject of an article by Earl G. Man- 
ning, associate general agent at the 
home office agency of the John Hancock 
Mutual Life at Boston. Mr. Manning 
gives a comprehensive treatment of the 
uses by which life insurance is stabiliz- 
ing business by capitalizing the prop- 
erty value of the human life on an or- 
ganization. He shows the relation 
between the development of a corpora- 
tion and its financial stability, backed 
by life insurance. 

J. Stanley Edwards of Denver, Colo., 
a former president of the National As- 
sociation and manager of the Aetna Life 
at Denver, has contributed an article on 
“Using Life Insurance to Build Up and 
Maintain Credit.” Mr. Edwards defines 
credit. He illustrates the position of 








sive campaign for business in that state. 


many old friends in his loss. 


life insurance as a support to credit. 
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He furnishes the opinions of prominent 
bankers on credit insurance. Mr. Ed- 
wards suggests sample corporation and 
partnership agreements for apportioning 
life insurance proceeds and closes with 
a summary of questions that might be 
asked in the solicitation of this class of 
business. 


All Cite Its Importance 


There is an article by Allen D. Wal- 
lis, general agent for the Equitable Life 
of lowa at Philadelphia, on “Under- 
writing America’s Business.” Mr. Wal- 
lis states that life underwriters in Amer- 
ica alone stand between America’s 
business and commercial failures and 
the agent faces an inescapable responsi- 
bility. He presents a strong appeal in 
this line of approach. 

A strong article on “The Functions 
of Life Insurance as a Credit Stabilizer” 
is given by Edward A. Woods, former 
president of the National Association 
and general agent of the Equitable of 
New York at Pittsburgh. Mr. Woods 
points out that the human life is the 
great element for credit and that the 
shock upon credit from death is often 
the greatest shock to any given business. 
He shows the peculiar value of life in- 
surance as the immediate replacement 
of loss. 

In a paper by Ford E. Hovey, presi- 
dent of the Stockyards National Bank 
at South Omaha, Neb., on “Life Insur- 
ance and Its Relation to Bank Credit,” 
it is stated “you insurance men are not 
only offering to the world an aid to 
credit because of collateral which may 
be accumulated, but you are helping to 
maintain ‘the very foundation of our 
commercial system by instilling into the 
lives of men and women the saving 
habit.” Mr. Hovey presents life insur- 
ance as the bulwark of the nation. He 
says that it conserves wealth by con- 
solidating the savings of many and con- 
structs credit by liberation of such sav- 
ings into channels that produce progress 
and prosperity for all. 


Both Contingent and Collateral 


“Business Life Insurance and Its Re- 
lation to Banking” is discussed by 
Albert N. Hogg, vice-president of the 
Corn Exchange National Bank of Phil- 
adelphia. Mr. Hogg explains the proc- 
ess of banking and bank profit, showing 
that life insurance is a factor in eco- 
nomic evolutions that should be encour- 
aged by banks. He says the value of 
life insurance is both as a contingent 
and a collateral security. 

A particular phase of the subject is 
discussed by A. O. Eliason, former 
president of the National Association 
and manager for the Minnesota Mutual 
Life at St. Paul, who treats on “How 
Life Insurance May Be Utilized to 
Protect Bond Issues.” He discusses 
especially the use of life insurance in 
protecting real estate mortgages and 
bonds and enhancing the value of secur- 
ity. He points out that the chief pur- 
pose of a policy is to replace an eco- 
nomic loss occasioned by death. 

The importance of lite insurance in 
supporting bank credit has been readily 
seen by federal reserve banks, and Wil- 
liam F. Ramsey, federal reserve agent 
of the Eleventh Federal Reserve District 
and a former member of the supreme 
court of Texas, has presented the view- 
point of many of his fellow workers in 
an article on “The Relationship Be- 
tween Life Insurance and Commercial 
Credit.” He makes clear that it is the! 
man with a life policy who is the man 
with all the elements of credit needed. 


Treat Mechanical Details 


A summary of some of the mechani- 
cal details in writing life insurance for 
credit is given by Malcom Adam, as- 
sistant supervisor of applications and 
death claims of the Penn Mutual Life. 
Mr. Adam gives some suggestions as to 
special agreements and then cites a 
specimen case and methods of handling 
it. 

The standard credit forms inquiring 
about business life insurance carried to 
protect credit are reviewed in an article 
by the late A. R. Spier, who was chair- 
man of the National Association com- 








LINCOLN NATIONAL DEDICATING NEW BUILDING 



























One of the centers of interest for life 
insurance folk this week is Fort Wayne, 
Ind., where the new home office of the 
Lincoln National Life is being dedi- 
cated. 

The four-story building faces Harri- 
son street, one of the prominent busi- 
ness thoroughfares, and has a frontage 
of 260 feet. It runs back 120 feet on 
the two side streets. The structure is 
built of Indiana limestone and Vermont 
marble. The Lincoln National home 
office departments will take up the entire 
building. Foundations have been laid 
for a 15-story building and it is expected 
that within five years the entire struc- 
ture of 15 stories will be necessary. 


Building of Striking Design 


Benjamin W. Morris is the architect. 
He designed the home office buildings 
of the Aetna Fire, Phoenix Mutual Life 
and the Piedmont Fire. Harry A. Honf, 
planning engineer, assisted in the plan- 
ning. He planned the home office build- 
ings of the Phoenix Mutual, the South- 
ern Life & Trust, the Curb Brokerage 
Exchange of New York and the La- 
Salle Extension University of Chicago. 

The design of the Lincoln National 
Life building is of Greek Doric archi- 
tecture, resembling in its exterior the 
impression of the Lincoln Memorial in 
Washington. 

In the elevator lobby is a frieze by 
Paul Jennewein which is creating na- 
tional comment. The Architectural 
Record expounds it as one of the most 
striking of the year. It is a frieze decor- 
ated with figures of young children and 
bearing the legends and words, “Abun- 
dantia Gloria,” “Abundantia Fortuna, ‘a 
“Armor,” “Veritas” and “Vanitas.” 

The Lincoln National Life has indeed 


enjoyed a remarkable growth, having 
accumulated $285,000,000 of insurance in 
force since its organization in 1905. 

Its president, Arthur F, Hall, then a 
salesman for the Equitable Life of New 
York at Indianapolis, went to Fort 
Wayne and began the organization of 
the Lincoln National Life early in that 
year. The little group that gathered to 
discuss the proposed organization was 
made up of the most successful business 
men of Fort Wayne. 

When the question of a name for the 
new institution was discussed, Perry A. 


Randall, to whom the city of Fort 
Wayne has since erected a_ beautiful 
monument in its largest park, stated: 


“We want a name so proud that men 
and officers will give their lives to keep 
it stainless; we want a name so simple 
and strong that the whole world will re- 
member it and love it. There is only 
one name in the world that will fill these 
requirements—Abraham Lincoln.” 
Forthwith a letter was sent to Robert 
T. Lincoln setting forth the ambitions 
of the company and asking his permis- 
sion to use his father’s name. His let- 
ter which granted that request is framed 
and hangs in the office of President Hall. 


Began Business in 1905 


Shortly after this the plans of organ- 
ization were completed and on Sept. 1, 
1905, the new company began business, 
every dollar of its stock having been 
placed without the payment of commis- 
sion to anyone. 

On Dec. 31, 1905, the new company’s 
first statement showed $552,000 of in- 
surance in force, while its total assets 
were $116,097. Steadfastly adhering to 
the high principles laid down at its in- 
ception and ever keeping before it its 











high ideals, the growth was steady and 
substantial. 

Five years later, on Dec. 31, 1910, the 
assets had mounted to $485,408 and the 
insurance in force to $5,392,285. Inci- 
dentally it might be noted that the 
amount of insurance which the company 
had in force at the end of five years is 
less than one-half the new business writ- 
ten now itt a single month. 


Management Same Throughout 


In 1914, the Michigan State Life of 
Detroit was merged with the Lincoln 
National Life and approximately $7, 
900,000 of insurance taken over. This 
business has proven remarkably persist- 
ent and the mortality experienced by 
the company highly favorable. By the 
end of 1915, the Lincoln National Life 
had assets of $2,418,481 and its insur- 
ance in force amounted to $25,084,432. 

In the spring of 1917, arrangements 
were completed for the merger of the 
Pioneer Life of Fargo, N. D., with 
the Lincoln National Life. That com- 
pany, which at the time of merger had 
approximately $19,000,000 of high grade 
insurance in force, was one of the most 
successful of the younger companies and 
was a leader in its field. 

In evidence of the stability of the 
company’s plans is the fact that the 
management has during the entire per- 
iod during its inception been in the same 
hands. With the single exception of 
one man who retired from the com- 
pany’s executive committee at the same 
time in which he retired from all his 
business activities, there has never been 
a change in the company’s executive 
committee, except to make additions 
made necessary by the growth of the in- 
stitution, 
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mittee on the use and extension of life 
insurance for credit last year. 

The final article is reprinted from the 
“Mid-Continent Banker” of St. Louis, 
an article on “Federal Reserve Banks 
and Life Insurance.” This article sur- 
veys the borrowers’ statements used by 
big banks in discounting notes of mem- 
bers and reveals an almost unanimous 
recognition of insurance as the basis for 
credit. There are also quotations from 
a number of the prominent bankers of 
the country, giving their views of life 
insurance as a credit stabilizer. 


Commissions Are Increased 


The International Life of St. Louis 
has increased the commission on its 
“ordinary life preferred policy” 10 per 
cent. This policy has been used largely 
in competition, issued in amounts of 
$5,000 or greater. Beginning Nov. 1, 
however, the company will consider ap- 
plications in this form as low as $2,000 
but the commissions on such policies 
less than $5,000 will be same as have 
prevailed heretofore. The increase is on 
issues of $5,000 or more. Double in- 
demnity and total disability benefits are 
now made available on the “preferred 


policy.” 











GIVE VIEWS ON ENTERTAINMENT 
AT THE NATIONAL CONVENTIONS 
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among leaders of the National Life 

Underwriters Association as to the 
extent of entertainment that should be 
arranged in connection with the annual 
conventions. For instance, this year the 
Chicago Life Underwriters Association 
and the Chicago life companies found 
themselves confronted with a large def- 
icit in connection with the convention 
held in that city notwithstanding a very 
handsome advance subscription that had 
been made. It is pretty much of a bur- 
den to undertake the entertaining of the 
convention because of the high expense. 
Some members therefore feel that a halt 
should be called on the entertainment 
end and declare that it should not be 
made a burden on the local people. 


Bolling Sibley’s Views 


"Tcmons is a difference of opinion 


Bolling Sibley of Memphis, manager 
of the Penn Mutual Life, states that in 
his opinion most people attend the con- 
vention to receive new ideas and fresh 





inspiration for their work. He asserts 
they are not there primarily for enter 
tainment. Some recreation is desirable 
but he feels it should not go too far. 
Mr. Sibley believes that a full program 
would naturally provide for some et 
tertainment, but thinks that life under 
writers should have more business and 
less play at their meetings. 


Ernest J. Clark’s Comment 


Ernest J. Clark of Baltimore, statt 
agent of the John Hancock Mutual 
Life and former president of the Ne 
tional association, has this to say: 

“A reception the first night of the 
convention, probably followed by dan 
ing; with the annual banquet well staged 
the second night; and possibly a cout 
try club luncheon and automobile drive 
for the visiting ladies, in addition t0 
their participation in the reception an 
banquet, are quite sufficient, in my jues 
ment, for any association to provide 
The delegates and guests of our conver 
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tions, many of whom travel across the 
continent for the benefits to be derived, 
do not wish to have the convention ses- 
sions encroached upon by entertainment. 
Furthermore, local associations that 
need the influence of the conventions 
most, are unable financially to provide 
the elaborate entertainment extended 
by such associations as Chicago, New 
York, Boston and Los Angeles, conse- 
quently they do not extend the invita- 
tion. 

“The impression which you state has 
gone out that there will be only one-half 
day’s sessions of the convention at Los 
Angeles and the rest of the time given 
to pleasure, is undoubtedly erroneous, 
as the officers of the National associa- 
tion would not sanction any such cur- 
talment of a convention program. 
feel sure the Los Angeles underwriters 
would not request it.” 


Roy H. Heartman’s Statement 


Roy H. Heartman of Des Moines, Ia., 
agency manager of the Equitable Life 
of New York, gives his opinion as fol- 
lows: 

“IT feel that the National Association 
of Life Underwriters should conduct 
morning and afternoon sessions for two 
days, with sectional or group meetings 
held in the evening for the discussion 
of a subject of general interest, and then 
adjourn. The delegates can then devote 
their entire thought to pleasure if they 
so desire. I think it is a serious mistake 
to inject entertainment into the period 
of the convention proper, but rather 
have an intensive program for two days. 
When the convention is over th~se who 
want to have pleasure may do so with 
nothing else to think about. Those who 
want to go back to their respective 
homes, may do so. Then again, all the 
meetings should be held at one place, 
by all means. I think the attitude of 
the National association should be 
against entertainment of every kind 
during the convention proper.” 

L. Brackett Bishop’s Advice 


L. Brackett Bishop of Chicago, man- 
ager of the Massachusetts Mutual Life 
and former national president, gives his 
ideas of balancmg up of the convention 
as follows: 

“From my observation of the con- 
ventions of the past, I should say that 
there is no cut and dried rule that all 
future conventions should follow. 

“The ideal convention, to my mind, 
would be one that was like a great an- 
nual fair of insurance men, the morn- 
ings devoted to business, the afternoons 
and evenings to pleasure and getting 
acquainted. I think this sort of a con- 
vention should be held as long as there 
are cities like Chicago, Los Angeles and 
others where the invitation is extended 
to the National association and the life 
underwriters in those cities are willing 
to bear the expense of the entertaining. 
lf the time comes, as it is likely, when 
invitations for the meetings are not 
lorthcoming from cities, then, I believe, 
the National association should pay the 
xpenses of the next convention, per- 
‘aps not spending at that convention 
anything like the amount of money for 
pleasure that has been spent at the other 
conventions. After one or two conven- 
tons paid for by the National associa- 
‘on, the pendulum would swing in the 
ather direction and we should have a 
— of meetings where local associa- 
‘ons would gladly pay for the pleasure 
~ of the convention again. A conven- 
whe combining pleasure and business 
— life underwriters would have 
r — get acquainted without the too 
is all Pressure upon the brain where it 
nk. business both morning and after- 

“sf is, to my mind, the ideal. 
al should the association hold business 
ieventions without the pleasure, I be- 
tend tw: would be very sparsely at- 

vm - One of the principal things that 
=a frerybody | out is the meeting 
2 str . old associates and friends. At 

. ctly business meeting there would 
to jn: he chance to get time to talk 
pn y or to renew old acquaint- 

or to meet new ones.” 
natign Powell of Louisville, former 

“pal president, says: 

" my opinion 90 percent of the men 


NEW BRANCH OPENED 





EXPANSION PLAN UNDER WAY 





American Service Bureau Has Exten- 
sive Program of Development, First 
Step Being Announced. 





The opening of a Minneapolis branch 
office by the American Service Bureau 
is the first step in the extension pro- 
gram of that organization announced at 
the recent meeting of the American 
Life Convention by Dr. E. G. Simmons 
of the Pan-American Life, president of 
the American Service Bureau. At the 
meeting in Des Moines the American 
Life Convention adopted a resolution 
calling for a new assessment basis for 
the financing of the American Service 
Bureau, under which a surplus will be 
provided for an expansion program. 
The American Service Bureau has ex- 
tensive plans under way and further 
announcements will be made during the 
coming month, 


Minneapolis Branch Opened 


The Minneapolis branch office is being 
placed in charge of Harry C. Weeden 
as manager. Mr. Weeden has been with 
the American Service Bureau in its 
Cleveland office. He left the Cleve- 
land office the middle of last month 
and after a short vacation following his 
marriage on Oct. 15, proceeded to Siin- 
neapolis, where he took up the details 
of opening the branch office. The Min- 
neapolis branch will have jurisidiction 
over North Dakota, South Dakota, Min- 
nesota and the northern part of Wis- 
consin. It is an important field for the 
American Service Bureau and the new 
branch will greatly facilitate the work 
of the bureau in that territory. 


Business Growing Rapidly 


George S. Galloway, manager of the 
bureau, believes that the expansion pro- 
gram which is now being carried out 
will double the bureau’s business this 
year. At the present time the bureau’s 4 
business is 50 percent greater than it 
was a year ago and Mr. Galloway be- 
lieves that 1924 will see an increase of 
100 percent. The bureau is receiving 
whole-hearted support throughout the 
membership of the American Life Con- 
vention and all companies are working 
together in harmony with the building 
of this branch of the business. Dr. 
Simmons, under whose administration 
as president of the American Life Con- 
vention the bureau was originated, is 
devoting much of his time to the bu- 
reau work and is doing much to in- 
crease the cooperation of the various 
agencies throughout the country. 








and women who attend the national 
convention are there to seek knowledge, 
inspiration or enthusiasm, and they go 
away disappointed if too much time is 
devoted to pleasure, and I am opposed 
to holding the convention in any city 
where we have to go outside of the 
hotel for the meetings. Of course, the 
meeting next year at Los Angeles is an 
exception. When people go that far 
they naturally wish to combine business 
with pleasure.” 


Chicago Office Business Good 


The Chicago office of the Equitable 
Life of New York reports business pro- 
gressing rapidly and the big goal set for 
the year nearing attainment. The Chi- 
cago agencies have paid for $36,200,000 
in the ten months of this year, compared 
with $32,027,000 in the same period of 
last year. The company’s total of paid 
business in 1922 was $40,000,000. The 
total of written business, in addition to 
the paid, is now $10,000,000, so that 
should this amount be paid and taken 
and no more written, the goal of $46,- 
000,000 would be reached. The October 
total of paid business was $5,800,000, 
compared with $3,600,000 in October last 











year. 





Individualized 


Selling Effort 


The Ohio National Life has 


recognized that one set of rules 
for agency assistance cannot 
govern an entire agency force. 


Communities differ, agents 
differ, and prospects differ. 


The agent of today must pre- 
sent a varied attack. Rather 
than be governed by set rules, 
he must vary his attack. He 
must be a strategist, capable of 
meeting all types. 


This is the basis upon which 
The Ohio National Life schools 
its agents. It helps them to in- 
dividualize their sales efforts. It 
teaches the value of recognizing 
community responsibility. It 
shows the necessity for fulfilling 
every obligation incurred by in- 
tercourse with fellow men. 


Ohio National agents are out- 


standing men in their commu- 


nities. ‘They are recognized life 
insurance counsellors. 


Ohio National Life 


Insurance Company 


Cincinnati, Ohio 


T. W. APPLEBY, President 
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This is one of a series of messages appearing cach week. 
Watch for the one to appear next week. 










Creative 
Helpfulness 


The service ideal is truthfully expressed 
in the administration of the Grizzard Sys- 
tem. The monthly budget plan under 
which the Grizzard System operates, en- 
ables the assured to obtain the benefits of 
old line life insurance on the monthly de- 
posit basis. 









Thus, through the intrinsic merit of its 
service, the Grizzard System has been es- 
tablished upon the firm foundation of 
creative helpfulness. It enables the assured 
to be properly informed of the correct 
course to pursue in his life insurance re- 
quirements. 
















Ask for a free copy of Radio 
Address on ‘‘Life Insur- 
ance,’’ by James A. Grizzard 






GRL. 


Pronounced Griz-ard’ 


SYSTEM 







GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
CHICAGO, Incorporated . OHIO, Incorporated 
Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave., CLEVELAND 
GRIZZARD SYSTEM OF 16 E. Broad St., COLUMBUS 
MICHIGAN, Incorporated macy rn Bidg., AKRON 
Ist Natl. Bank Bldg., Detroit Daily News Bldg.. CANTON 





GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bldg. 


CHICAGO 
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Representatives of Number of Insurance 
Interests Meet With Superintendent 
Miller to Discuss Bill 





tatives were in this city last week dis. 
cussing with Insurance Superintendent 
Bert Miller the proposed insurance code 
that will be introduced at the forthcom. 
ing session of Congress. 
anxious to have the bill perfected s 
that it can be introduced at once. This 
is the second round-table discussion that 
Mr. Miller has held. Some of the life 
insurance people met during the week 
of the meeting of the American Life 
Convention in Des Moines to go over 
the life insurance part of the code. 
At the conference here last week 
there were present Secretary T. W 
Blackburn of the American Life Con- 
vention; J. Whitsett of the Life 
Presidents Association; J. V. Barry 
Metropolitan Life; H. F. Tyrrell, North- 
western Mutual Life; Dr. S. S. Huebner 
head of the insurance department of the 
University of Pennsylvania; Willian 
Montgomery and General Counsel John 
V. Sees of the Acacia Mutual Life oi 
Washington, D. C.; Assistant General 
Counsel J. H. Doyle of the National 
Board in New York; Secretary F. Rob- 


licity Bureau; R. L. Gilkey of the Surety 
Underwriters Association; H. P. Jan- 
isch, of the National 
Mutual Companies, and a few local men 
representing various interests. 


CELEBRATE NOTABLE RECORD 
American Life Reinsurance, Which Has 
Just Passed 40 Million Mark, Holds 

Agency Meeting 





DALLAS, Tex., Nov. 6.—Between 30 


the American Life Reinsurance were 
here last week celebrating the fact that 
the company has passed the $40,000,000 
mark in sales during the five years 0 
its existence—an average of more tha 
$8,000,000 per year. 

A. C. Bigger, president of the com- 
pany, and Henry Camp Harris, agenc) 
manager, were among the officials of the 
home office making addresses. Mr. Big- 
ger declared he believed the aggressive 
sales ability of the agents had set a worl 
record in piling up business. He pre 
dicted that at the end of the next fv 
years the average would be nearer $2; 
000,000 per year than $8,000,000, as it» 
now. 

The American Life Reinsurance tt 
cently added a direct writing department 
This department is in charge of Henr) 
Camp Harris. The sales of this depart 
ment are beyond all expectations. The 
company is confining its direct writing 
to Texas just now, but probably will 
ter other states. The reinsurance bust 
ness is conducted in more than 40 state 
of the union. ; 

A demonstration in the selling of * 
surance, rather several of them, W® 
given during the meeting. The com 
pany was host to the agents and mat 
agers at a banquet. 

The American Life Reinsurance ™ 
ceived $2,064,333 new business in cto 
ber. This makes the first 10 months 
the year beat the similar period a ve 
ago by $3,500,000. President A. 
Bigger, after a close study of busine 
conditions, finds that the financial s* 
uation has improved about the count) 
and therefore is confident of an exc® 
lent business the last two months © 
the year. 





/ 
Samuel 0. Buckner, inspector.” 
agencies for the New York Life at Mi 
waukee, has been re-elected president’ 
the Milwaukee Art Institute for a Pée& 
of three years. 
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NOTE CHANGE IN PLAN 


MIGRATION OF NEGROES SEEN 


Companies Writing Southern Industrial 
Business Are Watching Trend of 
Affairs in That Section 





The meeting of the Southern Indus- 
trial Insurers Conference at Pinehurst, 
N. C., this week, will bring together 
companies writing southern industrial 
business, both life and “sick and acci- 
dent.” The weekly business in the 
south is understood to be undergoing 
a gradual change. In the first place, the 
steady influx of the negroes to the 
north has had its effect on the industrial 
business, particularly in the eastern part 
of the south. In Louisiana and one or 
two other west-southern states the 
movement of negroes north has not 
been so great. However, the southern 
companies writing negro business see 
changes in the future and are preparing 
for them. For one thing, a good deal of 
the negro business is going into the 
negro managed companies. Several of 
the southern companies have established 
regular ordinary life departments and 
are writing more or less regular life 
business through industrial agents. 


Take Up Life Business 


Other southern companies have taken 
up the regular industrial life business and 
are pushing it harder than their industrial 
health and accident. Some of the health 
and accident industrial companies which 
have taken up the life business are un- 
derstood to be the National Life & 
Accident of Nashville, Interstate Life 
& Accident, Durham Life and Carolina 
Life of North Carolina, and the South- 
ern Life & Health of Birmingham. Ala. 


Write Straight Accident 


Still another development is the writ- 
ing of straight industrial accident, ex- 
clusive of health. The Kentucky Cen- 
tral Life & Accident is writing such a 
policy and the new Louisville company 
headed by former Insurance Commis- 
sioner Ramey of Kentucky is writing 
this exclusively accident policy on white 
risks only. The Kentucky Central 
writes it on negro risks. This policy 
can be written on the old sick and acci- 
dent risk as an additional coverage, and 
thus give the company a chance to in- 
— the premium income along a new 

e. 

Quite a few of the companies are 
Sticking to the old sick and accident 
weekly premium policy and are not 
branching out either in the ordinary 
life, indusfrial life or the straight acci- 
dent form. Southern industrial com- 
panies are growing and becoming fac- 
tors of considerable importance in the 
business in that section. 


Building Loans in Detroit 
Insurance companies have come in for 
considerable newspaper publicity in De- 
troit the past week in connection with 
tLe announcement by local banking in- 
terests that more than $55,000,000 has 
been loaned from that source to home 
builders in Detroit. Of this total the 
following amounts have been advanced 
y each company: etropolitan Life, 
$19,149,050; Prudential, $12,000,000; 
Penn Mutual Life, $7,000,000; Michigan 
utual Life, $5,529,187.59; Provident 
Mutual Life, $1,500,000; Equitable Life 
of New York, $1,750,000; Standard Acci- 
dent, $750.000; American Life, $2,000,- 
000; Detroit Life. $1,500,000; New York 
Life, $1,000,000; Berkshire Life, $3,100,- 
000; Northwestern Mutual Life, $3,000,- 
000 on business buildings only. 
n explaining the methods by which 
these loans were obtained the Detroit 
tee Press” ->rticularly points out that 
these insurance investments are indi- 
Cative of a reciprocal interest in the com- 
munity on the part of insurance com- 
Panies doing business in Detroit. 














New Home of 


The Lincoln National Life 


Dedicated November 7th 





“The Most Beautiful Life Insurance Building 
in the World” 


Postmaster General Harry S. New delivered the principal 
address at the dedication program for the new Home Office 
building of the Lincoln National Life Insurance Company on 
November 7th. 


The four story structure which has a frontage of 260 feet on 
one of the main business streets of Fort Wayne, Indiana, ex- 
tends back 120 feet on the two side streets. The entire build- 
ing is occupied by The Lincoln National Life. 


Every detail in the construction of the magnificent new home 
of The Lincoln National Life has been arranged with the pur- 
pose of aligning its service effort. All The Lincoln National 
Life plans for the future are along the line of strengthening 
that service. 


You gain the advantage of this farsighted planning when you 
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The 


Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character’ 
Lincoln Life Building Fort Wayne, Ind. 


Now More Than $285,000,000 in Force 
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MEN WHO THINK 


they are built for speed and 
endurance and can qualify for 
general or state agency work, 
will find it to their advantage 
to communicate with 


THE 


LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building 
TOPEKA, KANSAS 
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The Actual Beneficiary 


under a Midland Mutual policy is usually the 
policyholder himself. Here are the reasons: 

1. He is protected against Total 
Disability. 

2. Liberal dividends rapidly increase 
his savings. 

3. He becomes thrifty by persistent 
premium payments. 

4. He has a better than a two to one 
chance to draw on his savings 
during his declining years. 

5. His health and earning capacity 
are protected by free periodic ex- 
aminations by the Life Extension 
Institute. 

Those who sell or buy Midland policies are 
pleased to find that ‘Performances exeed 
Promises.” 


ars The Midland 
Mutual Life 


%. Insurance Co. 
Columbus, Ohio 
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Over $57,000,000.00 In Force 
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Remember one of those holidays you 
had been looking forward to for weeks 
to go fishing or swimming and, just as 
you were all ready to start out, the gray 
clouds blotted out the sun, the thunder 
roared and the rain came down like 
“cats and dogs”? 

“Oh, gee!” you growled, “that’s al- 
ways the way on a holiday!” And, after 
10 or 15 minutes, the billows of gray 
cloud faded, the rain stopped, the sun 
shone again, and everything was lovely 
once more. 

That’s about the way, figuratively 
speaking, it happened at the monthly 
get-together of the Detroit Life Under- 
writers Association last Monday. Every- 
one feeling good, a big gathering—the 
waiters had to set extra tables—quite a 
number of smart insurance women, a 
flock of visitors, a tasty dinner. 


Hits at Part Timers 


The notices had set forth that the con- 
stitution and the by-laws were to be 
considerably revised, but no details were 
given as to the changes. John G. 
Morey, Phoenix Mutual, chairman of 
the special committee, went along with- 
out interruption until he came to the 
section reading: 

“All full time agency representatives 
who have had at least six months’ ex- 
perience in selling life insurance, exami- 
ners, officers, or employes of regular 
legal reserve life insurance companies, 
and members of the insurance press 
doing business in or residing in Detroit 
and who shall subscribe to the code of 
ethics as adopted by the National Asso- 
ciation of Life Underwriters shall be 
eligible to membership.” 

“Read that again please,” chirped Nat 
Reese, the aggressive general agent of 
the Provident Mutual. 


Commotion Is Caused 


The sunshine faded and the storm 
was on. Nat expressed the idea that 
the elimination of the part-time man 
was too important a step to act on at 
a moment’s notice. He thought the 
entire matter should be laid over to 
the December meeting. 


GOOD-BY, PART TIMER | 


Detroit Life Underwriters Declare There’s “Nothing Doing” 
By GEORGE BROWN 


| 








Then “Bob” Ryan let loose a rumble 
of thunder to the effect the committee 
was doing a fine bit of railroading. 
Mr. Morey rolled more thunder about 
the motives of the committee being 
impugned. 

The rain of argument fell in torrents 
until at last a vote was taken by Presi- 
dent Woodward. The committee was 
sustained by a vote of 58 to 28. Revi- 
sion requiring a two-thirds vote, it was 
objected that Morey’s motion wasn’t 
carried because 58 wasn’t two-thirds of 
those present, but the president, with 
the help of Col. Will A. Waite, a par- 
liamentary bug, ruled that those who 
didn’t vote didn’t count as being pres- 
ent. Dead ones, so to speak. Some- 
one inquired how many didn’t vote. So 
the slackers were directed to stand up. 
There were seven. If the seven did 
count, the eligible vote would be 90, of 
which two thirds would be 62, but Milt 
Woodward stuck to his ruling that 58 
and 28 made 86 and two-thirds of 86 
was 58, so the motion was carried, and 
the part-time men went blooey. 


Mainly Affects New Men 


Mr. Morey said in the course of the 
ruction there were only two or three 
part-timers in the present membership. 
It’s unlikely they will be disturbed. It’s 
the newcomers in the profession who 
will have to tread the straight and nar- 
row path and become honest-to-good- 
ness life men before they can enjoy the 
honor and benefit of membership. 

And so the story, which for a time 
threatened to uproot a lot of big trees, 
tear off a roof or two and pile a few 
buildings into debris, stopped as sud- 
denly as it began and the committee 
report was adopted in its entirety, after 
each section had been offered seriatim. 
Everybody shook hands with everybody 
else, the women smiled like angels, Bob 
Ryan and John Morey kissed each other 
a la Marshal Foch, and the Life Un- 
derwriters Association of Detroit, no 
longer the Detroit Life Underwriters 
Association, that being one of the 
changes, started off anew to be bigger 
and better day by day in every way. 








AGENTS’ CLUB MET IN DALLAS 





Annual Roundup of Field Forces of 
Southwestern Life Was Held 
Last Week. 





DALLAS, TEX., Nov. 5.—More than 
200 agents from all sections of the ter- 
ritory covered by the Southwestern Life 
of Dallas were here last week attending 
the annual convention of agents, the 
20th annual meeting of the Southwest- 
ern Life Club. The convention covered 
two days during which various prob- 
lems confronting the men with the rate 
book were discussed and the operation 
of the-company’s business explained. 
There were practical demonstrations in 
selling various lines of life insurance 
and experiences related by old timers 
which will aid the newer salesmen in 
overcoming some of the troubles they 
are bound to meet. 

Reports the agents brought in with 
them lead the company to believe the 
business during the next twelve months 
will show an increase this year. The 
farmers are in fine shape and there is 
plenty of money in the rural districts. 
Cotton is being gathered rapidly and is 
being sold at good prices. Farmers who 
bought insurance last spring and gave 
notes for premiums are paying up and 
also paying another year’s premium. 
The outlook is brighter than it has been 
for some time, the company officials and 
agents declare, 

The first day’s business session, pre- 
sided over by R. H. Hodge, agency 
director at San Antonio, included talks 
by Mr. Hodge, V. K. Mather, secretary; 
Dr. Whitfield Harral, medical director; 








and E. G. Brown, actuary. There were 
350 present at the annual banquet at 
which T. W. Vardell, president of the 
Southwestern Life, acted as toastmaster. 
An address of welcome was given by 
John C. Harris of Dallas, finance com- 
missioner, and the other speakers were 
Judge J. E. Cockrell, B. Werkenthin, 
state deputy commissioner of insurance; 
Dr. Robert S. Hyer, president emeritus 
of the Southwestern Methodist Univer- 
sity; and Dr. William M. Anderson, Jr., 
pastor of the First Presbyterian Church. 
G. A. Bodenheim of Long View, presi- 
dent of the Southwestern Life Club, was 
presented with a loving cup by Prest- 
dent Vardell. E. W. Crenshaw, Jr., 1s 
vice-president of the club. 


Decision on Double Liability 


A decision of interest to life insurance 
circles has been handed down at Balti- 
more, denying double liability to the 
widow of a man killed in a bootleg row. 
The clause under which the company 
refused to permit double liability was 
to the effect that such was not effective 
when death occurred from a gunshot 
wound inflicted by the insured or other 
person. The general policy of this com- 
pany, it is stated, would probably have 
been for a double liability payment, ha 
the man died from a gunshot woun 
inflicted in a situation to which he was 
in no way contributory. In this case, 
however, the policyholder was killed by 
a bootlegger during a row on a boot- 
legging operation in which the assured 
was himself participating. 

After the evidence had been heard the 
court addressed the jury, upholding the 
stand of the company and instructing tt 
to find for the defendant. 
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NEW FINANCE SCHEME 


PLAN OF THE MIDWEST LIFE 





Organizes Midwest Clearance Company 
as Separate Corporation— 
Held Up by State 





LINCOLN, NEB., Nov. 6—The 
Midwest Life of Lincoln has filed with 
the state bureau of securities an appli- 
cation for a permit to incorporate a 
subsidiary corporation to be known as 
the Midwest Clearance Company, with 
an authorized capital stock of $250,000, 
to begin business when $20,000 is paid 
in. Assistant Attorney General Basye 
has indicated his belief that as the arti- 
cles provide that all of the common 


stock of the new corporation shall be }| 


held by the insurance company that it 
comes within the prohibition of the rule 
of law that no corporation shall hold 
the stock of another, aimed to prevent 
holding companies in Nebraska. 

N. Z. Snell, president of the company, 
will file a brief in support of his posi- 
tion that while this is a salutary rule, it 
has one notable exception that applies 
in this case, and that is that it is proper 
where the object of the corporation is 
to further business of the company 
holding the stock. In this, he says, 
it is directly opposite of the average 
holding company, which is to milk the 
other of its main profits. 


Would Handle Premium Notes 


Mr. Snell said that he had carefully 
worked out what he believed to be an 
excellent plan by which insurance com- 
panies may be able to have all of their 
assets kept in liquid form, and yet 
handle the large amount of notes that 
are given for first year premiums. Like 
many other companies the experience of 
the Midwest has been that most of the 
first year premiums are given in the 
form of notes, which are usually paid 
off in installments. He proposes that 
the Clearance Company shall buy all of 
these and attend to their cellection. 

Under present conditions either the 
agent must submit to a heavy discount 
at some bank if it will buy the note. 
Many of them absolutely refuse to buy 
life insurance premium notes because 
they do not desire to inherit any dis- 
pute or misunderstanding that may arise 
between the agent and the note signer. 
This has made it necessary for the 
company to handle these notes, and this 
means a lot of bookkeeping to take care 
of the agent and policyholder. His pro- 
posed plan will simplify this, as then all 
that need be done is to endorse the pay- 
ments on the back of the note. 


Look After Foreclosures 


Another feature that Mr. Snell thinks 
commends it to the consideration of the 
State and of insurance men is that the 
subsidiary can take over all of the mort- 
gages upon which foreclosures are nec- 
essary. Under present conditions it is 
inevitable that the companies, to pro- 
tect their full loan, will have to take in 
some real estate for handling and future 
sale. His plan is for the Clearance 
Company to take all this paper and take 
title to the property. 

The activities of the company would 
be limited entirely to doing what the 
life company now does, a great less but 
nothing more. It can not milk the life 
company because all of its profits above 
6 per cent go to the common stock, 
held entirely by the life company. 


Rockwell Opens Baltimore School 


Charles J. Rockwell, head of the 
school of life insurance at the Univer- 
sity of Pittsburgh and formerly in 
charge of a similar school at Carnegie 
Institute, made the opening address at 
& meeting in Baltimore Friday night, 
Magurating a school of life insurance in 
that city. The school will be conducted 
utder the joint direction of the Balti- 
More Life Underwriters’ Association 
and the Young Men’s Christian Asso- 
Ciation, 











The Most Important Trusteeship 
in the World 


— 


HEN the will of the late President Harding was admitted to prone the 


executors named were required to give bond in the sum of 


750,000. 


These men were personal friends of the deceased President and un- 


doubtedly men of character and substance. 


Why then this heavy bond? 


Because 


the law treats estates as peculiarly sacred and hedges their administration about 


with many safeguards. 











Bonds for executors and rigid laws for 
their guidance are designed to protect the 
family. 


The family is the oldest institution in the world. furnish. 
It was the first form of government. It is the unit 
of civilization. The love of husband and wife, the There are 


love of parents and children, the love of brothers and 
sisters, all have their roots in the family life. 


The head of the family is the trustee to 
whom, in the order of nature, is commit- 
ted its prosperity and happiness. 

The head of the family therefore 
holds the most important trustee- 
ship in the world. 

How can that trustee guarantee that he will faith- 
fully discharge his obligation? His personal bond, the 


bond that every man gives to his wife and 
dependents, goes far, but not far enough, [1 
b/ 


law should. 


plete. 





because, however noble his intentions and 
however deep his affections, death may in- 
tervene at any moment, and the capital of 
that family, his productive power, will im- 


mediately be destroyed. PANY 

















law doesn’t compel him to buy one. 


He needs a Bond, 


‘“‘A voucher stronger than ever law could 
make,’’ stronger than his personal fidelity can 


such bonds—easily obtainable. The 
Perhaps the 
Perhaps the law will some day. 


__ If he is reasonably sound in mind and body 
he can purchase a life insurance 
policy in a responsible company. 


Then fhe is bonded. Then his guarantee is com- 
That is one of the processes by which 
President Harding created his estate. 


A life insurance policy in the New York 
Life not only creates an estate but 
provides, if the buyer so desires, for 
e its administration. The New York Life 
under its charter has power “‘to make and exe- 
cute trusts,” and it will retain the proceeds 
of its policies under a trust agreement and 
distribute them as directed by the insured 








Any agent of the New York Life will tell you how you can guarantee your 


trusteeship, how you can create an estate an 


how you can have it ad- 


ministered without personal or surety bonds and without cost to your family. 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 














SECURITY LIFE INSURANCE CO. OF AMERICA 


THE ROOKERY, CHICAGO 


O. W. JOHNSON, President 


INSURANCE IN FORCE, JUNE 30, 1923 
ADMITTED ASSETS . : : . , 
SURPLUS PROTECTION TO POLICYHOLDERS 


PAID TO POLICYHOLDERS SINCE ORGANIZATION 


$45,500,000 
5,137,208 
422,185 
4,065,756 


Good Openings in Sixteen States for Personal Producers, General Agents and Managers 


Address: 


S. W. Goss, Vice-President. 














Underwriter Want Ads frave 


One inch, One Column wide one tine $3.75 
Write, Wire or Phone to 


The National Underwriter, 1362 Ins, Exch. 
Phone Wabash 2704 CHICAGO 


to them. 
one time $3.75. 


inch, one column 








= os executives in need of salaried 

em ployes go on expensive prospect- 

ing tours; others let an ad of this 

size and aqqemnes bring applications 
e 
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SUGGESTIONS ARE OFFERED 


J. G. Taylor of Toronto Directs Re- 
marks to Home Offices, Urging 
More Cooperation. 





Speaking before the Life Underwrit- 
ers Association of Toronto at its last 
meeting, J. G. Taylor, city manager of 
the Mutual Life of Canada at Toronto, 
presented some very pointed sugges- 
tions for improvements in field condi- 
tions, directirig his remarks to the com- 
panies. With a view of seeking greater 
cooperation and good-will between com- 
pany, agent and policyholder, Mr. Tay- 
lor made the following comment: 


“Agent Known by Company” 


“It is said and rightly said that a com- 
pany is known by its agent, but it is also 
true that an agent is known by his com- 
pany. If he do a wrong the effect is 
limited to his sphere of influence, but, 
if his company do wrong, the effect is 
widespread, reaching to every agent on 
its staff. 

“The confidence of the public in life 
insurance has grown slowly but surely, 
and any act of either agent or company 
that retards that growth reacts in three 
ways; on the public in reducing the 
amount of insurance carried, on the 
company itself and its agency staff and 
on every other company and staff. 

“In what ways may a company help 
or hinder the work of its staff? First, 
by the character of its service to the 
public. It is just as imperative that a 
head office or branch office official, be 
kind and tactful in dealing with policy- 
holders as that the agent exhibit these 
characteristics. It is essential that cor- 
respondence from head office to or re- 
lating to policyholders be such as to 
carry no sting. Even the refusal of a 
request may be softened to the saving of 
a friend rather than the creating of an 
enemy. An agent may lose both business 
and influence by a_ thoughtless letter 
from head office and conversely a tact- 
ful letter may materially assist an agent 
in dealing with a policyholder, whether 
in connection with a lapsed policy, a re- 
quest for surrender or a penalty in rate 
or plan because of physical impairment. 
I believe the companies should always 
see that rejected or’ partially impaired 
applicants should be carefully advised to 
take some step that will correct the im- 
pairment or reduce its effect. This is 
a public service that would react to the 
benefit of the companies themselves. 


Tendency to Liberalize 


“We are very glad that the tendency 
is to liberalize policy contracts and this 
is in harmony with the principle which 
should govern the practice of true life 
insurance to give all that can be given 
in safetv. But it is possible to place a 
narrow interpretation on an apparently 
generous provision and a company has 
no more moral right to profit by an un- 
fair interpretation than an agent has to 
profit by misrepresentation. The one 
may be illegal and the other legal but 
both are immoral and corporate wrong- 
doing comes under the same law of 
compensation as personal wrongdoing. 
The disability provision is a case in 
point. It is easily capable of a literal 
interpretation which might cause seri- 
ous injustice and tend to destroy confi- 
dence in this and other provisions in- 
tended to be for the public good. 


Should Guide Agents 


“Companies owe to the public the 
duty of carefully selecting and thor- 
oughly training their selling staffs. The 
public have a right to an honest and in- 
telligent presentation of the facts relat- 
ing to that which so vitally concerns 
their loved ones, themselves or their 
business interests as life insurance. 
Progress is being made in this respect 
but there is still much room and urgent 
necessity for careful study of the need 
and the remedy. If salesmen be in- 


TALKS TO COMPANIES 








the history, principles and proper prac- 
tices of life insurance there would be : 
fewer failures, lower lapse rate and 
lower cost than at present. 


Should Condemn Wrong Doing The Connecticut Mutual 
PS yt yg Life Insurance Company 


ong a pomeer of fe — by say- 
ing, ‘Oh well, he gets the business any- ° ° 
way.’ That can never be a justification Agents of this Company are ina 
and yet ~ —~ —— bg * 5 - -_ ange ff | lif 7 
an excuse has been offered. e believe 7 
most companies are fully eoteame - position to otter comp ete lite in 
sisting in any movement, whether by . 

legislation or education that will elimi- surance protection to meet the 
nate from our ranks the man who is 


wilfully guilty of misrepresentation, re- needs of the insuring public and 


bating or other nefarious practices. We 


hope that a strong desire for public . - 

approval will develop a group conscious- to comp ] ete the life insurance 
ness among & seenpeaees that = pre- f h 2 1; 

vent anyone of them from not only en- 

gaging in any practice inimical to the programs O their c ients. 


interest of life insurance but from con- 
doning any act of a similar kind by any 
member of its staff. 


Responsibility to the Agent Hartford Connecticut 


“There are some other matters in 
which the companies owe direct respon- Organized in 1846 
sibility to the agent. The first of these 
is recognition of the fact that an agency . 
staff is one of the three essential units 
in a life insurance organization, head 
EE mae ly agate 

















i Charles W. Folz 
Carl G. Winter A a 


ent 





The Reward of Effort 


OUR future is wrapped up within yourself. What 

\ a man makes of himself in life insurance work, and 

the character of service which he renders to his 

community, is subject to his own will and desire to a 
large degree. 


ee 


With one exception. 


And that is the kind of assistance given him by his com- 
pany. 


as the everyday world is concerned they are the com- 
pany. We march right along with them every step of 
the way—boosting, encouraging, pointing out new 
methods, taking the place of a real friend. That is 
responsible for our growth during this 14 years. 


If you would like to learn more about the manner in 
which we are progressing and the opportunities for 
progress with us, drop a line to 


W. SCOTT DEMING 


i 
' 
We look upon our representatives as partners. So far 
' 
’ 
: 
- 
Second Vice President and Agency Manager f 


Public Savings Insurance Co. |||} 
Public Savings Building Indianapolis 





PROTECTION FROM AGE 1 DAY TO 65 YEARS | 
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office, policyholders, agents, all essen- 
tial and therefore interdependent. If 
this view obtained in the minds of com- 
pany executives there would be a desire 
to take the agency staffs into the confi- 
dence of the head office instead of deal- 
ing with them as employees to be se- 
cured at the current market price and 
treated as though their interests were 
antagonistic to those of the other two 
units. Some companies have sought the 
active co-operation and advice of their 
agency staffs to the great benefit of 
both parties. 

“The second duty of a company is to 
protect every agent on its staff under 
his contract. In some systems of or- 
ganization, agents’ contracts are not 
made with the company; hence the in- 
dividual is dependent on the whim or 
caprice of a general agent. Danger 
from such a source should be elimi- 


nated. 
Instruction for the Agent 


“The third duty is the proper equip- 
ping of the agent for a success by some 
method of instruction. This has been 
dealt with as a responsibility to the 
public but will bear repetition because 
of its direct relationship to the agent. 

“The next point in a company’s as- 
sistance to its staff is an intelligent sup- 
port of those movements for the im- 
provement of agency conditions. These 
may be local staff activities or they may 
be the work of the life underwriters as- 
sociation, local or Dominion. I de- 
sire to here pay tribute to those com- 
panies that have so heartily co-oper- 
ated in every way possible but we want 
the loyal support or active criticism of 
every company that we may reach the 
ideal position to which this ideal busi- 
ness is entitled.” 


Vice-President Buckner 
Objects to the Use of 
Words ‘‘Game and Dope”’ 


ICE-PRESIDENT Thomas A. 
Buckner of the New York Life 
objects to two words frequently 
used by life insurance men, they being 
“game” and “dope.” He says that these 
two words always make him crawl. In 
giving expression to his views, he says: 
An agent speaks of being in the “life 
insurance game.” Nothing could be 
further from the truth. Life insurance 
is anything but a game. It is a serious, 
dignified profession. It deals with the 
highest and deepest sentiments of the 
human soul. It is a travesty to speak 
of it as a “game.” It is a slander on 
service. It belittles the calling, although 
those who so speak, do so not at all 
with that intent. You wouldn't speak 
of the “preaching game,” the “medical 
game,” the “missionary game.” Please 
not do so of life insurance. 


Should Eliminate “Dope” 


And a still more awful word is “dope.” 
An agent occasionally writes in and 
asks us to send him some “dope” along 
certain lines. That is not at all what 
he means. “Dope” makes you think of 
the poor creatures who are known as 
drug addicts. Or of the wretches who 
dope” horses at the race track that 
another horse may win. “Dope” puts 
people to sleep, dulls their senses, means 
Just the opposite of what the agent has 
mmind. He wishes something that will 
instruct, inform, energize, wake up his 
Prospect. Not put him to sleep, drug 
him, or put him out of business. So 
how in the world the word “dope” ever 
Sot into the insurance vernacular is be- 
yond our understanding. 

Never associate our work with such 
frivolous and cruel terms. Those who 
~ So do it innocently, I know, thought- 
je They mean no wrong, but I 
—— these two words may be eliminated 
an the New York Life vocabulary for 
rg that I am sure all, who read 

*e 4ines will understand, and to which 
they'll say amen. 


New Arkansas Company 


Pe. Farmers Mutual Life of Malvern, 
ob is a new enterprise being launched 
aes & 8S. Bray and associates. Mr. Bray 

een working several weeks on the 
of this company and now has things 
Ut ready for business. 


Preliminary details of the organization, 





HAS INSURANCE COURSE 


TWO DEPARTMENTS STARTED 
Washington, D. C., Y. M. C. A. Has 
Established a School Where Pupils 
Can Learn About Life Underwriting 





The Washington, D. C., Y. M. C. A. 
has opened two life insurance courses— 
one in underwriting and the other com- 
prising life insurance principles and 
practices. The underwriting course is 
designed to train agents in the funda- 
mental principles of the business and 
the art of selling it. The course will 
cover a period of 16 weeks. The first 
hour of each session is devoted to a 
lecture on the fundamentals of life in- 
surance and the second to salesmanship. 
N. E. Ellsworth, dean and lecturer on 
salesmanship, was formerly director of 
the life insurance salesmanship course 
at Georgia Tech, at Atlanta. David 
McCahan is the lecturer on life insur- 
ance principles. He is a former instruc- 
tor of insurance at the University of 
Pennsylvania. 

The life insurance principles and 
practice course, organized primarily to 
instruct home office employes, is given 
by Professor McCahan. The second 
hour is devoted to quiz work, Mr. Mc- 
Cahan being assisted by Carl Smith 
Dow, who took the insurance course 
at the University of Pennsylvania. The 
Acacia Mutual Life has its home office 
in Washington and has 110 of its em- 
ployes enrolled in the latter course. It 
is paying a part of the tuition. 


List of Occupations 
Found Fertile Fields 
At This Time of Year 


HE Northwestern Mutual Life has 

been making a study of occupations 

that produced the most satisfactory 
business during this period of the year. 
It finds that there are some lines of busi- 
ness that are especially active at certain 
seasons, There are peak seasons in 
some activities. The Northwestern Mu- 
tual finds that the following lines of in- 
dustry and dealers are enjoying prosper- 
ity during the last three months of the 
year: Jewelry, rubber, footwear, news- 
papers, electric lamps, plumbing and 
heating equipment, roofing materials, 
candy, office furniture, stoves and ranges, 
lithographing, dental supplies, school 
furniture, drugs, wearing apparel, hard- 
ware, brushes, portable. typewriters, coal, 
periodicals (publishers), industrial chem- 
icals, farm products, and musical instru- 
ments. 


Plan San Francisco School 


Appreciating the need of a permanent 
course in San Francisco for life insur- 
ance salesmanship by local underwrit- 
ers there is little doubt but what a new 
course will be started in December at 
the local Y. M. C. A. Upon a favor- 
able decision in this connection depends 
the action of financing such a course by 
the Northern Association of California 
Life Underwriters at San Francisco next 
summer by the University of Pittsburgh. 
lue to the lack of necessary funds the 
National Association has requested the 
financial assistance of the various local 
associations in the Northern Association 
of California Life Underwriters. It is 
asked to furnish $500 toward the de- 
ficit amount, which is approximately 
$20,000, and sufficient subscriptions have 
been received from the managers and 
general managers to meet this amount. 
To Arthur C. Parsons, manager of the 
San Francisco branch of the Pacific Mu- 
tual. Life, goes the credit for taking the 
lead in raising the necessary subscrip- 
tions. The Northern California Associ- 
ation will hold a meeting in Oakland 
in December which will be under the 
direction of B. F. Shapiro, manager of 
the Oakland branch of the Equitable 
Life of New York. 





4.7% for Twenty-three Years 


It is a notable fact that for twenty-three 
years the Mutual Benefit has paid 4.7% on funds 
held for the protection of beneficiaries under 
its Income Options. This is a record equaled 
by no other life insurance company. 





The Mutual Benefit Life 


Insurance Company 


OF NEWARK, NEW JERSEY 

















. ° 
American National Insurance Company 
OF GALVESTON, TEXAS 
W. L. MOODY, JR., SHEARN MOODY, Ww. J. SHAW, 
President Vice-President Secretary 
FINANCIAL STATEMENT JUNE 30, 1923 
ASSETS LIABILITIES 
Real Estate Owned...... ees 922,947.77 Net Reserve (American Ex- 
Mortgage Loans (First iisj* 6,765,840.71 perience 3 & 8% Per Cent)$12,877,482.00 
Collateral Loans ..........- 25,000.00 Special and Contingent Re- 
—_ ne G ae =e GOTUED cccccccccccovcccess 222,670.07 
ies} = Cyeys > Reserves for Death Losses 
Benge III Efreigneles _ in Process of Adjustment. 162,647.00 
Cash in Banks...........++ 1/881,523.465 Reserve for Taxes, Etc...-- 40,740.88 
Certificates of Deposit (De- Unearned Interest and Pre- 

MARE) ccocccccceccccsese 30,188.91 MIUMS 6 oeee see essereeeee® 111,298.19 
Interest Due and Accrued... 843,389.07 Miscellaneous Liabilities .... 21,896.23 
Deferred and Uncollected Capital Stock. .1,000,000.00 

Premiums (Less Load- Surplus ......-. 1,428,529.21 

BD scsceunsccgocceseges 840,885.88 . Assigned Funds Ly ~ 

i i ‘° ‘o - 
ge BF ~ alleen 22,000.00 a or ctracsevcvosece 2,704,249.21 
Total Assets «cccccccccecs $16,630,428.57 Total Liabilities .....--.. $15,6380,428.67 
GAINS MADE DURING SIX MONTHS ENDING JUNE 30, 1923 
Increase in Insurance FPerCO. ..ccccccccsccscccccccscccoesess $18,614,783.00 
Increase in Admitted Assets. ........+.s0scccccnscceencseeeees 
Increase in Surplus Security to Policyholders...........-++++ 148,425.00 
LIFE INSURANCE SURPLUS SECURITY ADMITTED ASSETS PREMIUM INCOME 
IN FORCE To Policyholders $15,630,428.00 First Six Months 1923 
$200,072,499.00 $2,704,248 .00 $3,278,438.06 
Operates in 21 States and the Republic of Cuba 
Total Paid Policyholders Since Organization, $13,413,479.33 

















Increased Dividends 


Our 1924 dividend scale represents the greatest dividend 
increase in the history of the Company. 

At the same time the rate of interest allowable on sums 
held by the Company for the credit of policyholders under Div- 
idend and Policy settlements has been increased to 4.8%. 

Guardian Agents have the benefit of an unusually helpful 
program of Home Office cooperation and service. From furnish- 
ing leads on desirable prospects to free health examination for 
policyholders—nothing is overlooked to give both Agents and 
Policyholders the utmost in genuine service. 

There are opportunities in our field force for men who can 
measure up to them. For information, address : 


T. LOUIS HANSEN, Vice-President, or 
GEORGE L. HUNT, Superintendent of Agencies 


The Guardian 


Life Insurance Company 
OF AMERICA 
Established 1860 under the laws of the State of New York 


Home Office: 50 Union Square, New York 
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Constructive Piece of Work 


PresiweNT GRAHAM C, WELLS of the 
NATIONAL ASSOCIATION oF LiFe UNDER- 
WRITERS and his associates have done a 
constructive piece of work in mapping out 
a program for local underwriters’ meetings 
that will bring to the fore phases of the 
business decidedly important. 

For instance, in December the general 
subject of life insurance and bank credits 
will be the theme. In January, life insur- 
ance and trusts will be considered. During 
February, life insurance and church 
finances will be the subject. In March, 
life insurance and college funds will be the 
basis of the program. In April, life in- 
surance and charities will receive attention. 

In addition to life insurance men attend- 
ing these meetings, it is proposed to have 
those outside of the business who are par- 
ticularly interested or concerned in the 
special subjects of the month present and 


probably take part. These subjects will 
bring out in relief some of the functions 
of life insurance and will be educational in 
that they will draw attention to the fact 
that life insurance is working for the pub- 
lic benefit in numerous ways. His plan 
gives a system to a local program, It 
means getting away from the hit and 
miss policy of conducting life under- 
writers’ meetings. 

It is inspiring to think of the life insur- 
ance men of the country in their associ- 
ations, all bending their thought on one 
month to a subject of great importance to 
themselves, their business and the public at 
large. The life underwriters association 
movement has grown in power, and influ- 
ence through the untiring efforts of men 
who believe in the general welfare of their 
business. This new mode of planning is 
another constructive piece of work. 


|Shopping Substandard Risks 


Dr. Henry WIREMAN COOK, vice-pres- 
ident and medical director of the Nortu- 
WESTERN NATIONAL Lire of Minneapolis, 
who is a very keen observer, calls atten- 
tion in the house organ of that company 
for November to the need of caution, 
especially in the larger cities, where bro- 
kers and agents are attempting to land 
insurance for sub-standard risks that are 
really uninsurable, or at least are so 
substandard as to make them undesir- 
able. There is much shopping going the 
rounds in the large cities with sub- 
standard business. Some companies 
that are doing substandard business in a 
rather cautious way, turn down a risk 
that is thought too hazardous. The 
agent then starts to shop. Unless the 
agent of the other company is extremely 
careful his company is liable to be im- 
posed upon and is likely to meet with 
high mortality ratio. 

There is more or less bidding for 
substandard risks just now because so 
many companies have entered the field. 
The danger is that the bars may be let 
down too low. Dr. Cook in writing for 
the benefit of his own agents says: 

“Another word of caution, especially 
to those men who are working in the 
larger cities, in regard to shopped sub- 
standard risks. It looks like such easy 
money that false hopes and bitter dis- 
appointments may result unless the 
agent is experienced and careful. 

“When a broker agent approaches 
you and says, ‘I have a case that owing 
to some little technicality my company 
won't accept, but I can place $50,000 or 
$100,000, and he’s really a first class 
risk,’ don’t be deceived. The other com- 
pany is usually rather well managed 


and as anxious as we are for business. 
It is not throwing away good business, 
you may be sure. Of course, even a 
moderately well-to-do man with chronic 
Bright’s disease or diabetes will raise 
the last possible penny to pay a life in- 
surance premium on a $50,000 policy, if 
he can find any company foolish enough 
to contribute $40,000 to his estate. 
That's allowing for the possible pay- 
ment of several years’ premiums before 
claim papers are filed. 

“The recent extension of the sub- 
standard field to over 100 American 
companies has brought up thousands of 
these old chronic cases for considera- 
tion. They are shopped from company 
to company for the best offer. 

“This company is not in competition 
for this business. Our substandard of- 
fers are primarily to assist our own 
agents in placing policies on the 7 or 8 
per cent of impaired yet insurable lives 
which they meet in normal soliciting. 
We are glad to consider tentative ap- 
plications on brokered substandard 
business from agents of companies 
which do not offer substandard facili- 
ties. We advise an agent of any com- 
pany doing substandard business to place 
the offer in his own company. We will 
not knowingly bid against such an offer. 

“This company has been in the sub- 
standard field for 17 years to serve its 
own agency force and to supply a legit- 
imate need for protection where the 
company originally applied to cannot 
supply the need. It is not engaged in 
underbidding offers of protection to 
substandard risks, or in undermining 
the confidence of agents and the cus- 
tomers of other life companies.” 


Clarence N. Anderson, general agent 
at Des Moines for the New England 
Mutual Life, recently gave expression 
to the importance of preparation for 
salesmanship. Mr. Anderson is a grad- 
uate of the State Agricultural College at 
Brookings, S. D. After his graduation 
from college he received a recommenda- 
tion for a job in a Sioux Falls bank, 
through the kindness of a man for whom 
he had done some carpentry work while 
he was in school. In 1905, he became 
soliciting agent for the Mutual Benefit 
Life. He found the selling of insurance 
more a pleasure than a task, and in 1913 
went with the New England Mutual, 
of which he is now general agent. 

Mr. Anderson’s recipe for success has 
just two main ingredients, honesty and 
hard work. There are no short cuts, he 
declares. Enthusiasm is necessary also, 








according to his theory, if a man is to 
make the most of his job. 

“I believe that every business man 
owes it to society to take an active in- 
terest in some things outside the scope 
of his business. For example, I act as 
chairman of the executive committee of 
Des Moines University, as trustee for the 
city hospital and as district trustee of the 
Kiwanis Club. I like to meet people, to 
live life in all its richness and complex- 
ity. I want to know how to enjoy what 
success I have made. Accumulation of 
money is not my largest aim.” 


President R, L. Robison of the Bank- 
ers Reserve Life of Omaha, frequently 
finds his name changed into “Robinson.” 
The proof reader evidently leans toward 
“Robinson.” In a recent issue of THE 
NATIONAL UNDERWRITER, President Robi- 
son’s name appeared as “Robinson.” Be 
that as it may, the Bankers Reserve Life 
is spreading out over a larger territory 
and is cultivating its field intensively. It 
is noW operating in 38 states. The Bank- 
ers Reserve has business in force over 
$84.000.000. It is one of the most suc- 
cessful western companies. 


Eilert Eielson, general agent of the 
Massachusetts Mutuai Life at Spring- 
field, Ill., died there last week following 
a year’s illness of heart disease. He was 
a native of Springfield, where he was 
born 42 years ago, and after some years 
of association with his uncles in the lum- 
ber business, entered the insurance field, 
in which he was very successful. 


Frank C. Allison, Nashville, Tenn., 
general agent of the Pacific Mutual Life, 
has started a movement throughout the 
country to have the first Sunday of Oc- 
tober of each year designated ° “In- 
surance Day” in all churches. W. 
F. Powell of the First Baptist -_ ee 
of Nashville and Lee Duncan, president 
of the Allen Fort Memorial Bible Class, 
both had a meeting in Nashville recently 
and Dr. Powell gave an address on the 
subject “Are You Insured?” Various 
life insurance men were present. The 
meeting was held under the auspices of 
the Allen Fort Memorial Bible Class. 
Mr. Allison intends to take up the sub- 
ject of “Insurance Day” with the various 
organizations and see if a movement can- 
not be inaugurated to have this day set 
apart for the elucidation of insurance 
and telling what it means to the 
people of the country. 


Gerard S. Nollen, vice-president of 
the Bonkers Life of Des Moines, is a 
trustee of Grinnell College in lowa. He 
is prominent in civic improvement work 
in Des Moines. He has been particu- 
larly interested in the Public Welfare 
Bureau of that city and has served as 
its chairman. Mr. Nollen was one of 
the hardest working Des Moines execu- 
tives at the time of the meeting of the 
American Life Convention in his city. 
He had many details to look after but 
his big job was the preparation for the 
banquet. He was entirely responsible 
for that function and its varied activi- 
ties. Mr. Nollen is a brother of Presi- 
dent Henry S. Nollen of the Equitable 





GERARD 8. NOLLEN 
Vice-President Bankers Life of Iowa 


leading factors in the life insurance 
world. 

Gerard Nollen never attended school 
in the orthodox fashion, until he en- 
tered college. He received all his early 
education from his father, John Nollen, 
who was a banker and scholar. The 
father read Greek, Latin, French and 
German as a regular diet. He was es- 
pecially adept in mathematics. The 
early training given Gerard Nollen by 
his father, especially in mathematics was 
so effective that he mastered calculus 
and all the early stages of higher mathe- 
matics at 15 years of age. Gerard Nob 
len entered business in his _ father’s 
bank when he was 15 years old, being 
paid $1 a week. He performed general 
clerical duties in the bank for two years 
and then entered Grinnell College, 
where he graduated in 1902. He at 
once entered the life insurance business 
in Des Moines, starting at the bottom 
21 years ago. He is prominent socially, 
is popular personally and is regarded as 
one of the big factors in the Bankers 
Life organization. 


Mr. and Mrs. Edward Avery Mcll- 
henny of New Orleans have issued invi- 
tations to the marriage of their daugh- 
ter, Pauline Sill to Fisher Edward Sim- 
mons, on Nov. 24 at 6:30 p. m. in Christ 
Church Cathedral in that city. Mr. Sim- 
mons is assistant secretary of the Pan- 
American Life and is the son of Dr. 
G. Simmons, vice-president and general 
manager of the company. Fisher Sim- 
mons, aside from his other administrative 
duties, is giving particular attention to 
the accident and health department of 
the Pan-American Life. At the meeting 
of the Health & Accident Underwriters 
Conference at Mackinac Island m 
August, Mr. Simmons read a_ paper 
which was well received. He is a young 
man of superior ability. 


Although President George B. Stadden 
of the Franklin Life of Springfield, Ill, 
has been confined to his bed for some 
weeks with serious illness, he gives 4 
short time each day to consideration of 
company affairs. President Stadden 1s 
greatly beloved by the Franklin Life 
people. He keeps track of what they 
are doing and is particularly pleased 
when good form is shown. 


Associates and ” fellow officers 0! 
Frank Bushnell, vice-president of = 
Aetna Life, congratulated him Nov. 
on the 25th anniversary of his going t 
the home office. A large basket of 
flowers, sent by several of the officers, 
remained on his desk throughout the 
day as one of the tributes. 

Mr. Bushnell, a native of Pittsburgh, 
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engage in the mercantile business. This 
held his attention until 1886, when he 
joined the Aetna Life, and three years 
later he became one of the managers 
in the New York office. On Nov. 1, 
1898, Mr. Bushnell went to Hartford as 
superintendent of agents, a post which 
he held until 1901, when he was pro- 
moted to the then newly established 
office of agency secretary. He was 
elected a vice-president in 1922. 


W. B. Burruss of Kansas City, former 
general agent of the Provident Mutual 
Life, was in St. Louis recently being 
invited there by general Agent W. L. 
Michener of the Provident Mutual in 
that city. Mr. Burrus talked before a 
number of clubs carrying the message 
of life insurance to hundreds of people. 

He pointed out that credit men espe- 
cially are vitally interested in their cus- 
tomers carrying sufficient insurance to 
cover their obligations, that banks and 
trust companies are interested because 
of the fact that in many cases they are 
called upon tto invest and handle the 
funds of beneficaries. He said that 
lawyers are affected in the same way 
because they are called in consultation 
in regard to investments. Real estate 
men, of course, are affected because 
money put into a community at the 
time of the death of any individual 
means more money for investment in 
real estate. 

The payment of a life insurance policy 
in a community affects every individual 
directly or indirectly. The more wide- 
spread carrying of insurance in any 
community, the more poverty, crime and 
taxes will be reduced. The amount of 
contributions necessary to take care of 
the needed charities will also be less. 


Samuel W. Travers, vice-president of 
the Atlantic Life of Richmond, Va., and 
long prominent in the business and fi- 
nancial life of that city, died of heart 
trouble Nov. 2 following a brief illness. 
Mr. Travers was a native of Dorchester 
county, Md., and was 75 years old, 


Col. Joseph Button, Virginia commis- 
sioner of insurance, has been elected 
fesient of the Churchmen’s League of 
ichmond, succeeding Lewis C. Wil- 
liams, prominent attorney of that city. 
Colonel Button is a vestryman in All 
Saints Episcopal Church and is other- 
wise prominent in Episcopal affairs in 
Richmond. 


A. W. Chambliss, mayor of Chatta- 
hooga, and vice-president of the Provi- 
dent Life & Accident of that city, has 
been appointed a member of the Ten- 
hessee supreme court to succeed Judge 
Nathan Bachman, who resigned to be- 
come a candidate to the United States 
senate. Mr. -Chambliss is serving his 
lourth term as mayor of his city. 


H. M. Hargrove, president of the San 
Jacinto Life of Beaumont, Tex., is re- 
covering from the effects of an opera- 
tion performed on him recently in New 

ork. Mr, Hargrove is still under the 
care of his physician. It will be a few 
weeks before he will be able to return 
to the office, 


William A. McSwain, former insur- 
ance commissioner of South Carolina 
and Prominent local agent in Columbia, 
died at his home in Columbia last week 
alter a prolonged illness. Mr. Mece- 
Swain has been prominent in insurance 
affairs in South Carolina for many 
years. A graduate of Kentucky Uni- 
versity and with several years’ experi- 
ence in business, he was elected insur- 
ance commissioner for South Carolina 
m 1918. He had been with the Se- 
curity Loan & Investment Company of 
Newberry, serving as secretary, vice- 
President and president. He was also 
Interested in other financial institutions. 

€ served as South Carolina insurance 
Commissioner two terms, entering his 
Present agency connection in the mid- 
> © of his second term. Mr, McSwain 
resigned the commissionership to enter 
into the partnership of McDavid, Gantt 

McSwain, which connection he 
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A Bigger Opportunity 


HERE is a decided advantage in an 

agency representation of the Inter- 
Southern Life. Not only are you equipped 
with good policy contracts and liberal com- 
missions, but in addition you represent a 
Clean, Strong and Progressive company. This 
means much to the man in the field. 


That type of home office relationship gives 
you the assurance that everyone of your 


Inter-Southern Life 
JAMES R. DUFFIN, President 


policyholders will receive eminently fair 
treatment. 


Just now, we have several very good general 
agency opportunities in Illinois. We would 
like to hear from several men in that state 
who are prepared to put in their best efforts 
in establishing themselves as worthwhile 
life insurance men. 
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maintained until his death. He has 
been active in state affairs, at his death 
being a member of the executive com- 
mittee of the South Carolina Associa- 
tion of Insurance Agents. Mr. Mc- 
Swain was active politically and a fac- 
tor in local church and civic affairs. 


President A. M. Johnson of the Na- 
tional Life, U. S. A., and the United 
States National Life & Casualty of Chi- 
cago has gone on a six weeks’ trip to 
California. 

J. E. Browne, 66 years old, former as- 
sistant medical director of the Equitable 
Life of Iowa and a resident of Des 
Moines for 40 years, died Nov. 3. He 
was one of the oldest employes of the 
Equitable, having been with the com- 














pany for 32 years. He was chief exam. 
iner for many years, and later became 
assistant medical director, in which ca- 
pacity he served until his health failed 
about five years ago, when he was re. 
tired on a pension. 


Charles O. Winter celebrated his 50th 
business birthday: Nov. 3. Mr. Winter 
entered the employ of the Aetna Life 
and has been there 50 years, having 
never once during that time missed a 
day at the office, except during his vaca. 
tion periods. 

Mr. Winter entered the Aetna office 
as a clerk in the actuarial division, 
which at that time comprised, in addi- 
tion to himself, H. W. St. John, M. H. 
Peiler and John S. Burwell. He is still 
a member of that department, which to. 
day employs 20 men. 
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In all the History of Life Insurance, there have ‘been 
Few Developments as Significant as the Growth of the 
COLUMBUS MUTUAL LIFE INSURANCE COM- 
PANY, the Company which first Eliminated General 
Agents and other Middlemen, which First Gave Vested Re- 
newals, and which First Gave Unrestricted Territory to 
Agents. There are other Innovations to the Credit of the 
COLUMBUS MUTUAL LIFE, including Perfected En- 
dowment Policies. If you think of a Change in Connections, 
write Your Name and Address on the Margin of this Ad- 
vertisement and Mail to the Home Office of the COLUM- 
BUS MUTUAL LIFE at Columbus, Ohio. The Most 
Interesting Insurance Literature You ever Saw will be 
Forwarded to You. Such an Inquiry Involves no Obliga- 
tion. , 


ie recent months two men have given up $10,000.00 annua salaries to go with the 
COLUMBUS MUTUAL LIFE, although this Company pays no salaries. In the long 
tun they will do much better with the COLUMBUS MUTUAL however. 











A MAN’S JOB 


IS TO MAKE A SUCCESS 


You can do it with a company that has 
$67,721,828 business in force 
12,325,323 in admitted assets 
10,488,699 securities on deposit with the State 
12,536,498 paid to policyholders 
6.23 interest earned in 1922 


SEE THE 


ROYAL UNION MUTUAL LIFE 
INSURANCE COMPANY 


FRANK D. JACKSON, Pres. SIDNEY A. FOSTER, Secy. 
DES MOINES, IOWA 











A text book for beginners, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson’s “Easy Lessons in Life Insurance.”’ $1.50, including Quis Book supplement. The 
Chicago. 


| National Underwriter, 1362 Insurance Exchange, 

















LIFE AGENCY CHANGES 
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L. F. Weatherwax 


The Guardian Life of New York an- 
nounces the appointment of Lester F. 
Weatherwax as manager at Wichita, 
Kan. His headquarters will be in the 
Fourth National Bank Building. Mr. 
Weatherwax has a wide acquaintance in 
Wichita and is active in community and 
church affairs. He served overseas in 
the army during the war and was for- 
merly engaged in educational work. 





Russell L. Law 


Russell L. Law, brother of the senior 
partner, Clyde O. Law of Law & Rob- 
erts, general agents of the Northwestern 
Mutual in West Virginia, has been ap- 
pointed general agent of the company 
in western Oklahoma with headquarters 
in Oklahoma City, to succeed John S. 
Amick, who recently resigned. Mr. Law 
has produced a fine volume of personal 
business. He is a graduate of the 
School of Life Insurance Salesmanship 
at Carnegie. 





West Coast Life Changes 


J. M. Miller, former secretary-treas- 
urer of the Montana Life and well 
known in Pacific Coast life insurance 
circles has been appointed district 
manager for the West Coast Life at 
Fresno, Cal. 

B. E. Ellis, for the past three years 
district manager for the West Coast 
Life at Sacramento, has been trans- 
ferred to Alameda and Contra Costa 
counties with headquarters in Oak- 
land. Clifford E. Sloan, formerly rep- 
resenting the Metropolitan Life in the 
east, has been placed in charge of the 
new agency of the West Coast Life 
at Chico, Cal., as district manager. 
Cc. L. Callander of the West Coast 
Life organization has been transferred 
from the Santa Cruz territory toSan Jose 
as district manager. 


George Larrabee 


George Larrabee has been appointed 
associate manager with Matthew Walker 
& Son of San Francisco, managers for 
the Northwestern National Life in nor- 
thern California. 





T. H. Hove 


T. H. Hove, who has been with the 
Security Mutual of New York for the 
past ten years, has been appointed man- 
ager of the western half of Minnesota 
by the Great West Life of Canada. 


Oo. B. Drown 


The Sun Life of Canada has entered 
the District of Columbia and has ap- 
pointed O. B. Drown manager of the 
new division with offices in the Trans- 
portation building, Washington, D. C. 


Register Life Changes 


The Register Life of Davenport, Ia., 
has recently appointed Andy Gravitt 
general agent at Durant, Okla. Mr. 
Gravitt was formerly connected with 
the Missouri State Life and was a lead- 











‘served two years in the army. 





ing producer for that company. O. B. 
Kinzell has been appointed general 
agent at Mattoon, Ill. He was formerly 
agency manager for the Equitable Life 
of New York at that point. James F. 
Lardner, Jr., is general agent at Moline, 
Ill. Mr. Lardner is a son-in-law of 
President Decker of the Register Life. 





J. Read Voigt 


J. Read Voigt has become general 
agent of the Provident Life & Accident 
ot Chattanooga in the life department 
at St. Petersburg, Fla. He lives in 
Chattanooga, the home city of the Prov- 
ident. He served as president of the 
Chamber of Commerce during the war 
period. -At the present time he is mayor 
of North Chattanooga, but will resign 
that position when he moves to Florida 





Mathew Brown 


The Missouri State Life recently 
opened a new branch office at San An- 
tonio, Tex., with Mathew Brown as 
manager. Mr. Brown’s promotion as 
branch manager follows a very _success- 
ful career as agency special. He is 32 
years old and a graduate of Syracuse 
University. He joined the Missouri 
State Life Oct. 31, 1921, and later was 
assigned to the Cleveland branch as 
agency special and from there he went 
to the Newark office. 





R. M. Vandiver 


R. M. Vandiver of Montgomery, Ala. 
has purchased the Alabama _ general 
agency of the Kansas City Life, con 
ductd in the name of Whitten & Van- 
diver Agency. Mr. Vandiver _ since 
March has been associated with A. W 
Whitten and hereafter will look after 
the interests of the Kansas City Lile 
under the name of the R. M. Vandiver 
Agency. He has had considerable e 
perience in life insurance. 





W. Jj. Steffel 


Walter J. Steffel of Wichita, Kan. 
formerly district manager of the Mw 
tual Life of New York, has been mate 
manager of the Guardian Life of New 
York for Nebraska and Western lows 
Since going to Omaha, Mr. Steffel has 
made considerable progress, having pt 
on the following new agents: C. A 
Tollinger, Omaha; George B. Paynter 
Omaha; Mrs. Emma Neilson, Omaha 
George Kaufman, Orcon, Ia. 





Life Agency Notes 


Cc. J. Ottum, an agent for the Relianc 
Life at Groton, S. D., for some time, has 
been appointed district agent for th 
company at Rochester, Minn, 

Irby & Davis, local agents at Beat 
mont, Tex., have been appointed agent 
for the Travelers life department. 
agency now represents the Travelers { 
all lines. 

Robert Griffen and Judson Tiley, grad: 
uates of Chicago University in 1920, — 
joined the Faltysek & Lininger ager 
of the Equitable of Iowa in Chicase 
Mr. Griffen has been engaged in sell a4 
other lines since his graduation. 
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HOME LIFE INSURANCE Co. 
New York 
WM. A. MARSHALL, President 


The gue —~ =F romt she = 
Premiums rece: uring ar oes. $ 7,369, 
Payments to Policyholders and_ their - 


les in Death Claims, Endow- 

ments, Dividends, Etc............... 5,400,769 
Amount led to the Insurance Reserve 
Le ee 2,206,762 

Net Interest Income from Investment.. 2,110,922 
wien. 352 im excess of the amount 

required to maintain the rese 
Actual mortality experience rae 81% of 
the amount expected. 
Insurance in Force............seeeeees 232,163,052 
Admitted Assets ........cccccccccccees 46,253,715 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
orthern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 


Building 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohie 
229- Leader-News Building 
CLEVELAND, OHIO 








THE PENN MUTUAL 


is national in the scope of its oper- 
ations. It is individual in the serv- 
ice that it renders to its members 
and to its field representatives. 
Back of your independence it is 
ready to stand as an economic bul- 
wark, 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square _ Philadelphia 
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urance Company 
Bismarck, North Dakota 


Insurance in Force, $13,500,000 
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PLAN FOR NATIONAL MEETING 





Los Angeles Association Seeks Amend- 
ments to Constitution to Broaden 
Scope of Work 


The first fall luncheon-meeting of the 
Life Underwriters’ Association of Los 
Angeles was well attended, approxi- 
mately 200 members being present. 
President Ayars briefly outlined the 
need for greater development of the lo- 
cal organization in connection with the 
next annual meeting of the National As- 
sociation of Life Underwriters, to be 
held in Los Angeles July 22-24, 1924. A 
strong appeal was made for the active 
support and cooperation of the mem- 
bership. One of the most important 
steps considered is the employment of a 
full time paid secretary, with a stenog- 
rapher to handle the clerical work. 

The proposed plans necessitate amend- 
ments to the constitution, and President 
Ayars introduced Alex. Dewar, chair- 
man of the executive committee, who 
explained the proposed amendments, to 
be voted upon at the next meeting. 


Rules on Competition 


As a rule for the guidance of its mem- 
bers in the matter of competition, the 
association would go on record in one 
new section as follows: 

(a) When an application has been 
signed and a settlement made, by cash 
or note, covering the annual, semi-an- 
nual, or quarterly premium as called for 
in the application, or where the appli- 
cant has made a cash deposit of a part 
of the premium and has an official re- 
ceipt covering same, competition must 
thereupon cease. 

(b) When an application has been 
signed and the applicant has been ex- 
amined by a regular examiner of the 
company to which the application has 
been made, competition must thereupon 
cease, unless such application has been 
taken and such examination has been 
made so that a policy of insurance will 
be issued, such policy to be presented to 
the applicant purely on the “submit” 
basis, i. e., for the applicant to look over 
with a view of purchasing. 

Several changes are also made in the 
schedule of dues. 


Good Addresses Given 


Will G. Farrell was to have spoken on 
“Trusts, Optional Settlements and In- 
come Insurance,” but lack of time pre- 
vented delivery of the address in full, In- 
stead Mr. Farrell gave a short but in- 
tensely interesting presentation of the 
fixed facts which give life its value to 
man, and the extension and per- 
petuation of that’ man-value, through the 
operation of life insurance, for the benefit 
of those whom the individual expects to 
fulfill his life purpose. 

Judge Wm. Rhodes Hervey, vice-presi- 
dent in charge of the trust department 
of the Pacific Southwest Trust & Savings 
Bank, spoke on “The Trust Company in 
Its Relation to Life Insurance.” The con- 
servation of life insurance’ estates 
through the operation of a trust com- 
pany, with the assurance that life insur- 
ance funds shall be used in the manner 
and for the purposes contemplated by the 
insured during his lifetime, was ex- 
plained by Judge Hervey. In conclusion 
he referred to a recent decision under 
the new community property law in Cali- 
fornia, wherein it was held that if com- 
munity funds were used to pay premiums 
on a life insurance policy in which the 
wife was not the beneficiary, then when 
the policy became a claim the wife was 
entitled to share in the proceeds. 

Se & & 


Sioux Falls, S. D.—The subject for dis- 
cussion at the October meeting of the 
South Dakota Association was “Increas- 
ing the Variety of Policy Forms Used,” 
which was led by A. E. Nickelson. In 
the discussion, H. H. Hildebrand and 
David Duncan told of cases drawn from 
their own experience. The meeting was 
unusually well attended and 10 new 
members were received. 

Resolutions honoring John Mallanney, 
general agent of the Northwestern Mu- 
tual Life, who died Oct. 17, were adopted 
and high tribute was paid to Mr. Mal- 
laney by a number of members, who 
stated that they did not recall a single 








meeting of the association since its or- 
ganization many years ago, when Mr. 
Mallaney was not present. 

The next meeting will be held Nov, 24, 
and the subject will be, “Reducing the 
Risk in Credit.” The committee in 
charge is F. E. Rollinger, J. M. Lemonds 
and E. E. Olstad. 

*x* * * 

Peoria, Ill.—Edson N. Coleman, general 
agent of the Connecticut Mutual Life at 
Davenport, Ia., was principal speaker at 
the monthly meeting of the Peoria asso- 
ciation. He spoke of “Personal Problems 
of a Life Underwriter,” and suggested 
that the mission of the insurance man 
was to educate the public to advantage 
of insurance and to apply to his own life 
a little of the thrift he preached to 
others. J. R. R. Martin presided in the 
absence of President Ruche. Short talks 
were made by C. O. Fischer and Frank 
Kuhl. 

2 © 

Richmond, Va.—E. D. Wilson, superin- 
tendent of agents for the Richmond 
agency of the Mutual Life of New York, 
will be the principal speaker at the No- 
vember luncheon meeting of the Rich- 
mond association, Nov. 12. 

x * * 

Oklahoma City, Okla.—A general meet- 
ing of the Oklahoma association is 
planned for early in December. On this 
occasion bankers and credit managers 
of the city will be special guests. 

*x* * * 

Boston, Mass.—As a result of an invi- 
tation of the Boston Chamber of Com- 
merce for the members of the Boston 
association to join the chamber, some 
80 members of the association met at 
dinner in the John Hancock Life home 
office building Thursday to discuss the 
proposition. The use of the John Han- 
cock quarters was proffered by President 
Walton L. Crocker, whv opened the 
meeting and then turned the proceedings 
over to President Robert W. Moore of 
the association. The advisability of 
joining the chamber as a body was dis- 
cussed and, some opposition developing, 
the matter was left for an investigation 
by a committee to be appointed by Presi- 
dent Moore. 

x * * 

Cleveland, 0.—The Cleveland associa- 
tion has issued a bulletin showing the 
depreciation of a typical list of estates 
recently probated in the county. It is 
especially interesting to the life under- 
writer on account of the high percentage 
of depreciation in moderate sized estates. 
The whole list of 77 cases averaged 22.5 
percent depreciation. 

The list was furnished without charge 
to each member as a part of the regular 
bulletin service, which has become a 
strong feature in the Cleveland associa- 
tion under the full-time secretary plan 
of giving more service to members. 
During the four years of operation under 
the plan more than 100,000 pages of 
bulletin matter have been sent out to 
members. This feature has attracted a 
considerable enrollment of non-resident 


members throughout northern Ohio, the 
dues of which are only one-half the 
resident rate. 

x * * 


Lincoln, Neb.—The Lincoln association 
went on record at its November meeting 
as endorsing the special program ideas 
of President Wells of the national asso- 
ciation. Owing to the short time till 
the December meeting it was decided 
that the joint meeting with bankers and 
credit men to discuss life insurance as 
a backing for credits and loans be held 
in January. A. R. Edmisten, M. L. 
Palmer and H. H. Loughridge were 
named as a committee of arrangements 

Mr. Edmisten, who was absent at the 
last meeting, gave as his opinion that 
it was a mistake to call the national 
convention for Los Angeles, as it would 
mean that many associations could not 
send delegates. He favored starting a 
fund to finance the sending of at least 
one man to the convention. Mr. Edmis- 
ten said that the greatest value attached 
to attendance at national gatherings 
was the personal contact. He thought 
that half-day sessions would prove 
more popular. 

President Keefer said the association 
had failed to carry out its good inten- 
tions with respect to publicity, especially 
in the matter of sending men to address 
the schools. He submitted for discus- 
sion a plan of newspaper advertising, 
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New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. 
Unusual contracts to agents. 


Several splendid agencies 
open in Iowa. 


Write fer information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 
LIFE INSURANCE COMPANY 
Burlington, Iowa 
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tunijy for work with this Compan 
in good territory—men who can col- 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 
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ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
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this character of publicity. Some fa- 
vored an educational campaign signed 
by the association, others thought that 
the agencies paying for it should have 
their names attached, and others opposed 
newspaper advertising because of the 
impossibility of tracing results and dis- 
covering if effective. Some favored oc- 
casional advertising forays and others 
campaigns covering a year or two. 
x * * 

Indianapolis, Ind.—President Jones of 
the Indianapolis association announced 
at last week’s meeting that that asso- 
ciation had the distinction of leading all 
other associations in the country in nu- 
merical gain in membership last year 
and he gave credit for this to his pre- 
decessor, George Wainwright. At Mr. 
Jones’ suggestion a rising demonstra- 
tion was given in honor of Mr. Wain- 
wright who responded with words of 
appreciation. 

Elbert Storer of the Bankers an- 
nounced that the Y. M. C. A, life insur- 
ance salesmanship course would begin 
Nov. 11 and urged that as many stu- 
dents be enrolled as possible. A fee of 
$30 is charged for the 27 lessons which 
follow closely the program of the Car- 
negie and New York University courses, 
There will be two sessions of the classes 
each week, on Tuesday and Thursday 
evenings. 

Edward A, Woods, former president 
of the National Association and general 
agent for the Equitable of New York at 
Pittsburgh, will address the meeting of 
the association Dec. 7 on “The Use of 
Life Insurance in Bank Credit.” Local 
bankers and credit men will be guests 
of the association members. 

*x* * * 

Fort Dodge, Ia.—The Fort Dodge asso- 
ciation held its regular monthly meeting 
last Saturday. There were over 30 mem- 
bers present. Agents from Humboldt, 
Webster City, Lehigh and Rockwell City 
attended the meeting. John M. Schaupp, 
Jr., referee in bankruptcy, addressed the 
meeting on “How Bankruptcy Affects 
Life Insurance.” In Mr. Schaupp’s ad- 
dress, he showed conclusively by citing 
a number of cases decided by the higher 
courts that under the Iowa law the pro- 
ceeds from life insurance policies are 
exempt in all bankruptcy cases, pro- 
vided, of course, the policies have not 
been assigned. The bankrupt may have 
property to the value of $15,000 or $20,- 
000, or even more, which represents the 
proceeds of life insurance. This prop- 
erty may be in the form of a savings 
account invested in first mortgages or 
other kinds of property and so long as 
these investments are kept separate and 
intact from other properties, they are 
all exempt from bankruptcy proceed- 
ings. 

Every underwriter attending got much 
good from the meeting and at the close 
a rousing vote of thanks was tendered 
Mr. Schaupp for the very valuable in- 
formation they received from his ad- 
dress. This information is very impor- 
tant for all Iowa policyholders to know 
and another very important point in 
favor of life insurance. 

* * * 

Philadelphia, Pa,—Adepts in art and 
drawing in the public and parochial high 
schools and in the preparatory and 
junior art schools in Philadelphia and 
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vicinity are manifesting much interest 
in the poster contest announced by the 


Philadelphia association. Bartley J. 
Doyle, president of the Poor Richard 
Club, the Ad Men’s Club, has been in- 
vited to act as chairman of the commit- 
tee on awards, and associated with him 
will be Ellwood C. Lindsay, president of 
the Art Club, and John F. Braun, presi- 
dent of the Art Alliance. A prize of $25 
will be awarded for the best poster 
sketch, which must be in the hands of 
E. J. Berlet, Guardian Life, chairman of 
publicity, not later than Nov. 10. The 
specifications for the competition were 
prepared by John R, Fox, Metropolitan; 
Charles F. Gannon, Prudential; Sigour- 
ney Meller, Equitable of Iowa; J. Ren- 
wick Montgomery, Phoenix Mutual; W. 
L. Rice, Jr., Equitable of New York, and 
Frederick G. Woodworth, John Hancock. 
x * * 

Chicago.—The Chicago association will 
hold its November meeting in the Hotel 
La Salle, Tuesday noon, Nov. 20. The 
association has secured W. E. Bilheimer, 
sales manager of the Franklin Life at 
St. Louis, as the speaker of the day. 
Mr. Bilheimer’s fame as an orator and 
sales congress leader has become nation- 
wide. He has spoken before local asso- 
ciations in all sections of the country 
and lauded one of the most pleasing 
speakers on the insurance platform. His 
recent success at Kansas City, where he 
directed the two-day sales congress of 
500 Missouri agents, has properly earned 
for him a strong position as a speaker 
on life insurance and insurance sales- 
manship. His speaking has been inci- 
dental to his own personal work with 
his agency and he has also given much 
of his time to association work, having 
been president of the St. Louis associ- 
ation for three years. He was also 
president of the salesmanship club of 
St. Louis, consisting of 3,600 salesmen 
of all lines. In the line of personal 
production, Mr. Bilheimer has written 
over $20,000,000 and has built four gen- 
eral agencies. The Chicago association 
is planning to fill the banquet hall for 
the occasion. At this meeting the new 
officers expect to announce plans for the 
entire year’s program. 

* * * 

Atlanta, Ga.—Thomas M., Scott of Phil- 
adelphia, the Penn Mutual Life’s biggest’ 
individual producer, will speak on “Sales- 
manship” at a luncheon of the Atlanta 
association Nov. 9. Stewart Anderson, 
manager of the Penn Mutual bureau of 
field service, will talk on “A House by 
the Side of the Road.” 

Mr. Scott and Mr. Anderson will be in 
Atlanta in connection with a meeting, 
Nov. 9-10, of the company’s Atlanta 
agency. They will address the agency, 
as will President William A. Law, Vice- 
President William H. Kingsley; Ralph 
Humphreys, assistant to the vice-presi- 
dent (formerly superintendent of home 
office agency), and Malcolm Adam, as- 
sistant supervisor of applications and 
death claims, all of the home office. Local 
talent also will be well represented on 
the program. 

*x* * * 

Harrisburg, Pa.—J. Howard Jefferies, 
assistant to the vice-president in charge 
of agencies, and Thomas R. Crowley, also 
of the home office official staff of the 
Penn Mutual Life, will address the Har- 
risburg association Friday. Mr. Jefferies’ 
topic will be “Human Relationships,” and 
Mr. Crowley will talk on “Income Insur- 
ance.” Both men are widely known as 
speakers on insurance topics. 

se @ 8 

Duluth, Minn,—At the luncheon of the 
Duluth association last Saturday, C. H. 
Giddings, president of the association, 
announced the plans for the coming 
season, The topics drawn up by the Na- 
tional Association will be used by the 
Duluth association, the December subject 
being “The Functions of Life Insurance 
as a Credit Stabilizer.” Arthur C. Pear- 
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dance will be given by the Minneapoly 
association at the Leamington hote] y 
6:30 p. m., Wednesday, Nov. 21. 
tions have been extended to all associ. 
tion members, 
office employes. 
promises some interesting “stunts” dy. 


ns, secretary of the local organizatio, 
in charge of the committee to arrang 
r the December meeting. 

* * * 
Minneapolis, Minn,—An informal dinng 
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x * * 


Milwaukee, Wis.—Plans for one of th 
most beneficial years in the history g 
the Milwaukee association were made y 
the first fall meeting of the associatin 
last week. M. A. Nelson, president of th 
St. Louis association and agency mam. 
ger of the Equitable Life of New Yon 


at St. Louis, was the principal speake 


He gave a detailed explanation of th 
monthly meeting; 
which has been worked out by Graha 
Cc. Wells, president of the National Aggo. 
As a result of Mr, Nelson's aj. 
dress and the discussion that folowed, 
was decided to adopt the Wells’ systen 
in the Milwaukee association, and plan 


uniform plan for 


ciation. 


were laid for holding the topical mee. 
ings provided for here. Arrangement 
have already been made for the fim 
meeting of this type in December, x 
which every member of the associatin 
will be entitled to bring with him om 
banker friend. The meeting will co. 
sist of a general discussion of all pmb. 
lems mutual to both the banker and th 
insurance underwriter. A special featur 
of this meeting will be an address by] 
H. Puelicher of Milwaukee, president ¢ 
the Marshall & Ilsley Bank, and pa 
president of the American Bankers’ As». 
ciation. About 50 members attended la 
week's meeting. 








NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrende 
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GUARDIAN INCREASES SCALI 





New Dividends for 1924 Show Increass 
Up to 46 Percent Greatly 
Reducing Net Cost 





The new dividend schedule of tk 
Guardian Life of New York, announce 
last week as effective for payments ® 
1924, shows a notable increase, with! 
new low net cost for the company. Th 
increase in dividends ranges from 29 
46 percent on various ages and _ polit 
forms. The complete dividend scale i 
the first five years on the three princip? 
forms, ordinary life, 20 pay life and % 
vear endowment, and five year interval 
for other forms, are as follows: 
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Indianapolis Life 
The Indianapolis Life will probably 
continue the same schedule during 1924 
which it has had since 1921. The board 
of directors has, however, authorized the 
payment of an extra dividend on policies 
falling due between Nov. 1, 1923, and Oct. 
31, 1924. This extra dividend will con- 
sist of 20 percent of the dividend pay- 
able according to the regular scale now 

in use and will apply to all policies. 


Mutual Trust Life 


The Mutual Trust Life of Chicago will 
not decide as to a change in its dividend 
schedule until the meeting of the board 
in January. 


Register Life 
The Register Life of Davenport, Ia., 
will probably continue on the present 
dividend scale, which was adopted in 
1917. 


Great West Life 


The Great West Life of Manitoba will 
probably not make any change in its 
present dividend scale in 1924. 


Register Life of Iowa 

The Register Life of Davenport, Ia., 
will, on Jan, 1, add to its list of policy 
forms an endowment at age 65, with life 
income to the beneficiary, if the insured 
dies within the endowment period, or a 
life income to the insured, if the insured 
survives the endowment, and in the event 
of the insured’s death it will be paid to 
the original beneficiary for life. The 
monthly income will be for 20 years cer- 
tain. 


Virginia Life & Casualty 
The Virginia Life & Casualty has 
placed on the market intermediate life 
policies, based on the whole life, 20- 
payment and 20-year endowment plans, 
writing such applications in multiples 
of $250 up to and including $500. 


Mid-Continent Life 

The Mid-Continent Life of Oklahoma 
City has extended its age limits on life 
policies down to 8 years, now issuing 
policies from ages 8 to 60, instead of 15 
to 60. A new rate book is being issued 
and some new policy forms. The new 
rate schedule will show a general re- 
vision of rates, according to the recent 
mortality studies. The new rates will 
be effective Jan. 1, 1924. 


Penn Mutual Association Elects 


The Penn Mutual Association, the 
home office social and athletic organ- 
ization of the Penn Mutual Life, held 
its annual meeting last week at the con- 
clusion of its first year of activity, and 
reelect the same officers for 1924. They 
are: William A. Law, honorary presi- 
dent; Joseph M. Conover, president; 
Thomas J. Dunn, vice-president; How- 
ard P. Maag, secretary and treasurer. 
The association will open its autumn 
season with a dinner-dance the night 
before Thanksgiving. 


In Los Angeles 


there’s 


Real Opportunity 


If you are “making good,” Mr. Life Underwriter, but feel 
that the opportunities in your chosen locality are limited, 
come to Los Angeles! 


There isn’t a more lucrative field for life insurance sales- 
men on the face of the globe. Here, sunshine and industry 
continue throughout the entire year. A building permit is 
issued every 314 minutes of every hour of every working day. 


500,000 People Visit This Wonderland 
Annually—100,000 Remain Permanently. 

In this astoundingly growing territory, with your ability 
and our new Multiple Protection policy that “pays 5 ways,” 
covering Sickness, Accident, Permanent Disability, Old Age 
and Death, you should quickly acquire an enviable income. 


Southern California Paid Business, 1923—$25,000,000. 








Write for information to 
JOHN NEWTON RUSSELL, Manager, 
Home Office Agency 


Pacific Mutual Life 


Pacific Mutual Building 


Los Angeles 


55 Years Old Assets $75,000,000 
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When The Home Office 
Says “No” 


When the word comes back from the Home Office, 
“Application rejected,” it means that the agent has 
spent a great deal of valuable time unproductively—that 
it has been wasted, and that his sales efficiency has been 
greatly lowered. 


The Medical Life writes a policy that enables life in- 
surance salesmen to avoid lowering their sales efficiency 
—a policy exclusively for Sub-standard risks. And, con- 
sidering the vast numbers of impaired risks, this policy 
brings numerous good sales for the solicitor. 


Medical Life also writes the regular Standard policy and 
a Child’s Endowment policy in addition to this special 
policy, and can offer new representatives several attrac- 
tive propositions. Write for further information. 


” 
Sd 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IQWA 


I. G. LONDERGAN 


E. E. BROWN 
Vice Pres. & Gen’l. Mgr. Agency Supervisor 














SAFE AS A GOVERNMENT BOND 


The OHIO STATE LIFE 


LIFE. HEALTH. ACCIDENT MONTHLY INCOME INSURANCI 


SA LATEST POLICIES AND AGENCY CONTRACT Manager 
Openings OHIO, IND. KY. MICH. and W.VA. Write Cohambes 
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Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was the first American legal 
reserve life imeurance company to pay cash dividends. For more than seventy-five years 
it hae consistently made dividend returns to policyholders, and, except for an eccasional 
alight decrease in schedule, has maintained an upward trend in its returns. 

Im 1922 the Company paid in dividends to policyholders $30,046,105. 


Its dividend 
it has set 


scale for 1923 was increased from 7 to 10% (according to plan and age), 
aside for 1923 dividends to policyholders $32,832,839, equalling about 4% 
tt ef 1922 premium receipts. 


Fer terme te producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 











THIS YEAR 


New England Mutual Life Insurance Company 
of Boston, Massachusetts 


Completes Four-Score Years of Public Service 





This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


1843 — Eightieth Business Year — 1923 








Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan. 

y Soemg ey and Non-Participating Policies. 

Same es for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 
and Femaies alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 























Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 


Matual, with unexcelled dividend factors. 
Mortality, 1922, 42%. 

Interest earned upon mean invested assets 6.15%. 
Assets of $109 to each $100 of liabilities. 


Business in force, Dec. 31, 1917, $54,193,000 
Business in force, Dec. 31, 1922, $152,530,000 


Excellent direct general agency contracts available for Mis- 
souri, Kansas, Southern Ohio and Virginia 
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JOHN HANCOCK LIFE CHANGES 


Number of Promotions Are Announced 
Wherein Agents Are Made Assist- 
ants—Other Shifts Announced 





The following named have been pro- 
moted from the rank of agents of the 
John Hancock to assistants in the dis- 
tricts of their service: 

Walter J. Milostan, Utica; Edward 
Brossard, Cincinnati II; Bernard Court- 
ney, Philadelphia II; Harry Applegate, 
Philadelphia II; Malcolm W. Houghton, 
Cincinnati I; William F. O’Connor, Hart- 
ford; Joseph Weinblatt, Philadelphia I; 
John B. Malley, Holyoke, Mass. (Green- 
field detached); Willard B. Havlin, Cin- 
cinnati II; Edward A. Spupny, Detroit 
III; William P, Beatty, Auburn, N. Y. 
(Geneva detached); Henry G. Becker, St. 
Paul, Minn.; Charles Angione, New York 
II; J. Wadsworth Patton, New York II; 
Robert S. Johnston, Dayton, O.; Canis V. 
Cerrata, Yonkers, N. Y. (Mt. Vernon de- 
tached). 

Those promoted and transferred are: 
Tobias Anzuoni, from agent at Malden, 
Ct., to assistant at Meriden, Ct.; Arthur 


| Simoneau, from agent at Lawrence, Mass., 


to an assistancy at Manchester, N. H.; 
Barnett Levin, from agent at Brooklyn 
IV to an assistancy at Jersey City; Homer 
W. Calvin, from agent at Detroit I to an 
assistancy at Detroit III; Vincent J. Mas- 
troddi, from agent at Hartford to an as- 
sistancy at Stamford, Ct. (White Plains 
detached). 

Assistants transferred are Clem Al- 
bers, from Cincinnati II to McKeesport, 
Pa.; Carl A. Klein, from Meriden, Ct., to 
Detroit II; Edward F. Nowalk, from De- 
troit III to Cleveland III; Paul C. Claeren, 
from Philadelphia III to Philadelphia V; 
James A. McGrain, from Auburn, N. Y. 
(Geneva detached), to Glens Falls, N. Y.; 
William E. Cleveland, from Stamford, 
Ct. (White Plains detached), to Newark, 
N. J.; Thomas F. Fitzgerald, from Hol- 
yoke, Mass., to North Adams, Mass.; How- 
ard Falk is changed from assistant 
cashier at Newark, N. J., to cashier at 
Hackensack, N. J.; Joseph P. Glynn, from 
clerk to assistant cashier at Newark; 
John E. Johnston,’ from training cashier 
to assistant cashier at Worcester, Mass.; 
Alexander Johnston, from agent to 
agency supervisor at Worcester, Mass.; 
Edward A. Norton, from claim adjuster 
and application inspector to cashier at 
Worcester ordinary office. 


Young Made Superintendent 


William J. Young, who was appointed 
superintendent of the Prudential at 
Regina, Sask., has had a successful career 
in the west. Starting as an agent in 
Winnipeg Jan. 31, 1916, he quickly won 
recognition which resulted in promotion 
to an assistancy on May 14, 1917. He re- 
mained continuously in Winnipeg as an 
assistant superintendent under Superin- 
tendents Walter Hammond and A. R. 
Traynor until his recent removal to 
larger responsibilities. 


National Life & Accident 


The National Life & Accident of Nash- 
ville announces the appointment of R. 
L. Grimmer of the Paducah, Ky., district 
as superintendent in that district. Mr. 
Grimmer has been with the National for 
several years. R. H. Webb of the Beau- 
mont district has been made superin- 
tendent. Mr. Webb has been an agent 
in that district for several years. He 
will assume charge of Superintendent 
Phillips’ staff at Beaumont, Mr. Phillips 
having been transferred to the New 
Iberia district. A. M. Wigle of the De- 
troit district has been promoted to 
superintendent in the Columbus, O., dis- 
trict. Mr. Wigle has made an excellent 
record as an agent in Detroit. 


Opens Indianapolis Office 


The Mutual Life of Baltimore is open- 
ing an office at Indianapolis, with John 
Kulp, who has been chief assistant at 
the Kansas City office of the company, 
in charge as superintendent. He will 
have as his chief assistant J. Russell 
Hangarden, who has been in the Cleve- 
land office of the company. He will also 
be assisted by J. J. Ullman, who has 
been at the Home Office. 

President Paul M, Burnett and Charles 
C. Ewell, second vice-president and- man- 








ager of agents, spent several days jy 
Indianapolis opening the office. A hang. 
some suite of rooms on the sixth floy 
of the Lemcke building has been lease 
but will not be available for sever 
months. In the meantime temporary 
quarters have been engaged on the tent 
floor of the Lemcke building. 

The Mutual Life now has successfy 
organizations at Cleveland, Columby 
Louisville, St. Louis and Kansas City 
and an office will be opened in Chicag, 
in the spring. The company is havin 
a splendid growth. An ordinary depart. 
ment was started the first of the yea 
and a separate ordinary organizatin 
will be developed throughout the terri. 
tory in which the company is operating 

Superintendent Kulp’s trip to tak 
charge of the Indianapolis office was alg 
his honeymoon, he having just marrie 
Miss Barry, who has been cashier # 
the Kansas City office. 






























Western & Southern Changes 


William C. Whitney has been a 
pointed superintendent of the Ogie 
Park district in Chicago by the Westen 
& Southern Life of Cincinnati. & 
Whitney has been selling ordinary only 
for the last year, but is returning py 
his old work of superintending the dis 
trict, having been superintendent of th 
Englewood district in Chicago for th 
three years prior to last year and 
sistant superintendent at South Ben 
Ind., previous to that. The Western? 
Southern has appointed as assistant s- 
perintendent: J. V. Davis at Alexandra 
Ind.; W. P. Lear at Detroit, Mich.; R.E 
Christofel at Cleveland, and H. H. Wi 
son at Lansing, Mich. E. Elkins, » 
sistant at Athens, O., has been tram 
ferred to Gloucester, O. P. H. McKinlg 
has been transferred from an assistan 
at Detroit north to Detroit west anj 
J. S. Detweiler has moved from Pitts 
burgh east to fill the vacancy left ¥ 
Mr. Elkins at Athens. R. Franken h 
been transferred from South Bend t 
Mishawaka, Ind. 



























Bragg Speaks in Ohio 


James Elton Bragg of the life insu 
ance school of New York University 
formerly executive secretary of the N 
York Association of Life Underwrite 
is speaking this week before two Ohi 
associations—Wednesday in Columbs 
and Thursday in Cleveland. Both ass 
ciations expected a large turn-out. 

Mr. Bragg was to have been on ti 
program of the Ohio state sales co 
gress last March, but was obliged * 
cancel the engagement on account ' 
illness. Besides lecturing on life inst 
ance in the university, Mr. Bragg wnt 
a good volume of business, as a mem) 
of the firm of Mellen & Bragg. 


Report on Wisconsin State Fund 


More than $500,000 of state fund li 
insurance policies are now in force 
Wisconsin, according to Commissiont 
Smith. The number of policies 1s 4 
excess of 500. Each life policy at pre 
ent is limited to $1,000, although Co 
missioner Smith states that as soon 4 
the number of policyholders reach 
1,000 the maximum policy will be ' 
creased to $2,000 under terms of # 
insurance act. Numerous requests # 
received for policies larger than $1,” 
he said. 


Connecticut General’s Building Plas 

Pictures of the new home office bul 
ing of the Connecticut General Life 
now being displayed, the architectw 
drawings having been completed. 
plans were drawn at the office of Ja™ 
Gamble Rogers, who has also desig 
the new and unique home office bul 
ings for the Aetna Life and affiliatt 
companies. 

The Connecticut General’s const™® 
tion plans will be held until the build 
market is more favorable. The 
struction bids submitted have been 
sidered, but are too high. The prope’ 
acquired as the site for the new build 
is the former State Armory, 5! 
street, Hartford: ::° : 
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NEBRASKA FARMERS 


LIQUIDATING DEBTS 


Mortgage Loan Departments of 
Life Companies Report 
Big Advance 


IMPROVEMENT IN MORALE 


No Longer Willing to Let Everything 
Go, but Show Desire to Pay Out 
As Soon As Possible 





LINCOLN, NEB., Nov. 6—The 
mortgage loan departments of the in- 
surance companies report that on Ne- 
braska business, with few exceptions, 
the farmers are showing a disposition 
and an ability to dig out from under the 
mountain of debt that deflation in 1920 
and low prices for farm products 
brought upon them. 

The general policy of the companies 
has been to avoid taking the final step 
of foreclosing upon their mortgages, 
and most of them are carrying a pretty 
long list of interest delinquencies. The 
loan agents say that the companies show 
a disposition to help the farmer get 
out from under as much as they can, 
and to give them whatever time is rea- 
sonably necessary. 


Farmers’ Morale Improving 


One of the things stressed by most 
of the agents is the change in morale of 
the farmer within the last year. From 
a disposition to let the tail go with the 
hide, and retain the interest money if 
they had it and pay off something else, 
that was prevalent a year ago, all of 
them now show a desire to pay out as 
soon as possible and with better prices 
for cattle and hogs and a big corn crop 
they feel encouraged to keep on. 

“If the farmers of Nebraska would 
insure their hog crop,” says W. M. 
Leonard, who loans for the Union Cen- 
tral of Cincinnati, “they would have no 
trouble with their mortgages and 
their interest payments. Conditions in 
Nebraska are ideal for a large hog pro- 
duction and each spring finds a crop of 
pigs large enough to take care of all 
mortgage interest. Then along comes 
the hog cholera and away goes a large 
part of the production. That is the case 
this year, the farmers do not seem 
anxious to vaccinate or take other pre- 
cautions against this disease, and only 
a small percent of the hogs are immun- 
ized or insured.” 


Neighbors Buy Foreclosed Farms 


Mr. Leonard says the company is 
foreclosing more mortgages just now 
than for many years. The company, 
however, is not buying in any of the 
land sold. It is being taken by neigh- 
bors, which indicates that there are 
many farmers who still believe in Ne- 
braska farm land and are able to handle 
purchases. The Union Central, Mr. 
onard thinks, has had a better expe- 
rience than most other loaning agencies 
because it has clung consistently to the 
Policy of not loaning more than $75 an 
acre on farm land, while some of the 
others go as high as $100, The com- 
Pany’s delinquent interest is being taken 
care of in good shape, and by the first 
of the year he expects conditions to be 

wn to normal. This will come about 
through the marketing of hogs and 
orn, 


Mr: Leonard thinks that one of the 
Sreatest evils of the whole situation has 
mn the ease with which farmers have 
n able to borrow money in the past. 
0 practically all of the foreclosures the 
company has been compelled to institute 
the cause was traceable to the bad 
habits the farmer got into during the 





war. Prosperity went to the heads of 
many of them, and they overspeculated 
in land and corporate stocks, 


Situation Measurably Improved 


E. B. Stephenson, president of the Se- 
curity Mutual Life, is also in control of 
the loans made for the Northwestern 
Mutual of Milwaukee. The Security 
Mutual has had only three foreclosure 
suits started as a result of the agricul- 
tural situation. The company, however, 
has more delinquent interest on_ its 
books right now than in a long time, 
which is also the case with the North- 
western, Where circumstances justify 
there is no unusual pressure brought to 
bear on the delinquents, but help is 
being offered where advisable. Both 
companies have excellent grounds for 
starting a number of foreclosure suits, 
but the situation is so measurably bet- 
ter now than a year’‘ago, with a big corn 
crop and stock to market before the first 
of the year, that this course is not even 
under advisement. 


Much Delinquent Interest 


C. Petrus Peterson, counsel for the 
Bankers Life of Nebraska, said that his 
company has no foreclosure suits in 
any of the courts and that the situation 
is about as easy in that respect as in 
the past years. The company has taken 
extreme care in the placing of its loans 
at all times, and with these properly 
placed there has been no particular 
trouble on account of the hard times. 
His law firm has had only one foreclo- 
sure suit so far. 

Lincoln Frost, attorney for the Mid- 
west Life, said that the situation was 
very much better than a year ago, 
but not altogether to the liking 
of the company at the present time, 
because of the amount of delinquent 
interest. With the biggest corn crop 
the state has had in years and which 
market experts think will bring a much 
better than an average price, leaving 
out of the calculation the wartime prices 
of this cereal, the total of these delin- 
quencies will be greatly lessened by the 
first of the year or by Feb. 1, when the 
cattle, to which a large amount will be 
fed, will have been largely marketed. 


Farmers Getting Out from Under 


The Midwest has been compelled to 
bring several foreclosure suits. These 
were largely in the cattle country and 
the irrigated farming section of the 
state. The deflation shot the cattle busi- 
ness all to pieces, and this is the first 
year of the last four that the cattlemen 
will make any money. The number of 
cattle on the range has been lessened, 
and the growers have made money by 
keeping only as many as they can raise 
feed for. In the irrigated section the 
chief trouble was that farmers under the 
government projects have bound them- 
selves to make larger annual payments 
than their crop returns justify. 

Officers of Lincoln trust companies 
tell much the same story as do the in- 
surance company loan agents, but they 
are quite convinced that the farmers are 
getting out from under in good shape 
and that their condition will continue to 
improve. This fact has resulted in a 
much better feeling among the farm- 
ae and less political unrest is observ- 
able. 


Champion Boxer Knocks Out “Apps” 

Johnny Kilbane, for the past 13 years 
featherweight champion of the world, 
has joined the New York Life in Cleve- 
land, operating out of the West Side 
office. Mr. Kilbane is planning on a 
partnership with Steve O’Neill, for 
many years star catcher for the Cleve- 
land Indians. Kilbane showed he can 
knock out “apps” by paying for $55,000 
in October, his first month. 

Clarence W. Ward, agency organizer 
in charge of the West Side branch, has 
built up a sales force of over 30 full- 
time agents in the four years he has 
been in the business. In a contest in 


which he and J. D. Huff are team lead- 
ers, more than $365,000 was written the 
first 23 days of October, much of it set- 
tled for with application. 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 


Agency basis. 


The Farmers & Bankers Life 


Insurance Company 
Executive Offices Wichita, Kansas 








Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 
Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 














Nearly 1 34 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 

Jan.1,1913 Jan.1,1918 Jan. 1, 1923 


Assets ...........--$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force..... 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296,840,278 


Attractive cages open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, [llinvis, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
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q Nearly all producing agents 
show a steadily increasing pro- 
ductiveness. 


While legal reserve production 
in Wisconsin for 9 months this 
year was 114% of 1922, same 
period, a majority of the veteran 
Guardsmen go far beyond that 
figure. 


Rural Wisconsin is 12-months 
territory, year after year. 


Natiygeonal 





































John Hancock made the signature famous 
by signing the DECLARATION OF INDEPENDENCE 
The Signature has been made a Household Word by the 


aa 
Lire INSURANCE COMPA! 


oF Boston, MassacnuserTs 


Chartered in 1862, in SIXTY-ONE YEARS it has grown to be the 
LARGEST FIDUCIARY INSTITUTION IN NEW ENGLAND 


An Endowment or Income-for-Life Policy is the Policyholder’s 
DECLARATION OF INDEPENDENCE 








HEADS OF AUTO FIRM 
CARRY TWO MILLION 


B. F. Everitt of Rickenbacker 
Company Tells Why He Be- 
lieves in Life Insurance 


WOULD PROTECT CREDIT 


Carry Protection “Until It Hurts” Is 
Motto of Pioneer Leader in 
Automotive Industry 





DETROIT, MICH., Nov. 6 — “I 
have carried the limit the life insurance 
companies would allow on my life, as 
well as my associates in past enterprises, 
as a protective measure for the stock- 
holders and backers of our factories, 
and why shouldn’t I do the same in the 
present venture?” 

That was the answer given by B. F. 
Everitt, better known as “Barney” to 
the manufacturing world, to the 
query: “Why do you and the other offi- 
cials of the Rickenbacker Motor Car 
Company carry $2,000,000 in life im- 
surance?” F 

One must know more about Mr. 
Everitt, both from a personal as well 
as business standpoint, to appreciate the 
value and weight of such a statement. 

“Barney” Everitt is one of the vet- 
erans and probably one of the most 
widely known figures in the automobile 
industry. He entered the automotive 
field in the days when Ford, Haynes and 
other “trail blazers” were just start- 
ing and experimenting. He was the “E” 
in one of the well known cars of other 
days, the “E-M-F,” the initials for 
Everitt, Metsger and the late Walter 
Flanders. When the Studebaker cor- 
poration took over that enterprise he 
was in the organization of the Metsger 
Motor Company, and a little later or- 
ganized and developed Everitt Brothers, 























MOLINE, ILLINOIS 


J. O. LAUGMAN, President 


Seven Years of Steady Progress 


ASSETS The [nternational Life and Trust now wants a repre- INSURANCE IN FORCE 
1916 ....$125,222.00 sentative in your district. It is an old line legal reserve 1916 ..$ 203,000.00 
1917 129,523.00 company with a record to be proud of. To represent 1917.. 704,500.00 

rs ont, this dependable company is to represent a pillar of 1918 .. 1,382,500.00 
1918 .... 155,613.00 safety in the life insurance business. You are assured °;¢ 
1919 .... 203,600.00 of a maximum degree of intelligent co-operation. 1919... 2,973,000.00 
1920 .... 303,164.00 Write us at once for an agency. We have the means 1920.. 4,513,000.00 
1921 .... 404,224.00. of assuring you of a successful career in the life in- 1921 .. 5,019,000.00 
1922 .... 984,558.00 surance business. 1922... 9,148,126.00 


INTERNATIONAL LIFE & TRUST COMPANY 


DR. ANDREW JOHNSON, Secretary and Medical Director 




















one of the best known auto body build. 
ing firms in the country. : 

After the war he came into contact 
with Capt. “Eddie” Rickenbacker, the 
American aviation ace and before the 
war one of America’s great race drivers 
and automotive engineers. Calling in 
several of his old associates, he organ- 
ized and developed the Rickenbacker 
Motor Car Company, which through 
his genius as an organizer and execu- 
tive has become one of the dynamic 
forces in the motor world. The first 
year he expected to build 2,500 cars, 
That was last year. The company buil 
and sold 5,000, At the beginning of this 
year he laid plans to build 6,000 cars. 
He will build and sell 10,000 before the 
season closes. Next year—well, he 
doesn’t make definite statements. 

Mr. Everitt is a big man, i. e., he 
ythinks in big figures and has a great 
vision and foresight. In all probability 
if you should ask him to tell you in 
detail why they carry $2,000,000 in life 
insurance he could not tell you, but he 
believes this, that the institution of life 
insurance is right in theory and organ- 
ization. Its proceeds never fluctuate in 
value. Mr. Everitt is an honest man. 
His credit is unlimited. How did he 
attain this position and obtain this rep- 
utation? By past performances. And, 
knowing this, he immediately placed in- 
surance to the limit on himself and as- 
sociates to protect the company’s cred- 
itors in event of any one’s death before 
the enterprise had reached a stage where 
it could stand alone. 

Capt. Rickenbacker is covered to the 
extent of $1,000,000. He is the vice. 
president of the company and director 
of sales. Owing to the vast amount of 
territory he must cover, he uses the 
aeroplane on most of his journeys. This 
is more or less hazardous, consequently 
the heavy protection on his life, for his 
services are invaluable to his organiza- 
tion and far in excess of the face value 
of his policies. 

Mr. Everitt, the president and gen- 
eral manager of the company, carries 
$500,000. Harry Cunningham, secretary 


and treasurer; R. M. Hood, assistant 
general manager; Col. M. Tischener 
production manager, and E. Evans, 


chief engineer, are all covered for a 
great amount, or to the extent of their 
worth in event of the death before final 
plans are completed and in operation. 
Rollin S, Everitt, in charge of the body 
department and one of the original Ev- 
eritt Brothers in the old organization, 
carries insurance to the amount of 
$275,000. He designs and builds the 
bodies of the Rickenbacker car. Leo 
Thomas, one of Detroit’s biggest writ- 
ers, placed the insurance on Mr. Everitt 
and his associates. 

In asking Mr. Everitt if he and his 
associates had protected their families 
and their private interests as well as 
they had their business enterprises, he 
answered: 

“The men associated in our company 
and myself carry life insurance ‘to the 
hilt’; in fact, we carry it until it 
‘hurts..” So one can see that they 
practice what they preach. 

It might be said at this point that all 
the premiums on the $2,000,000 carried 
on the men in favor of the company 
are paid by the company itself. 

Another evidence of the farsightedness 
of Mr. Everitt is the sending of Capt. 





Rickenbacker and Chief Engineer Evans 
to Europe to get every new idea in et- 










Under Our Direct General Agency Contract 
Our Policies Provide for 


Double Indemnity 


Reducing Premiums 
SEE THE NEW LOW RATES 





BUILD YOUR OWN BUSINESS Z>> 


Disability Benefits 
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gineering and manufacturing skill on 
the continent. In fact, they are in Eu- 
rope at this time. They have been in 
Germany, London, Paris and Italy so 


far. ; 
And, “lest one forget,” Mr. Everitt 


said that “those two men are covered 
py all the insurance they could obtain 
while in Europe. What American cov- 
erage they have while in this country, 
that is not effective while abroad, has 
been replaced with continental cover- 
age while in those countries.” 

Mr. Everitt is no different in many 
respects from other successful Ameri- 
can business men, in that he believes the 
liabilities of any company or concern 
in which he is associated should be cov- 
ered by a similar amount of assets and 
like these other successful men, he 
learned early in his career that life in- 
surance was a safe and absolutely sure 
means of protecting one’s credit, repu- 
tation and the material business itself. 

And he can be named along side of 
the great bankers, Morgan, Davisson, 
Rockefeller, the great merchant, Wan- 
amaker, and others as well known in 
their respective fields, as one who car- 
ried, as he aptly put it, “life insurance 
to the hilt.” 


NATIONAL RESERVE’S DRIVE 





Topeka Company Plans to Write $1,000,- 
000 in Its Home City Before End 
of This Year 





The National Reserve Life of Topeka 
is putting on an unusual campaign in 
Topeka. It plans to write $1,000,000 of 
business in that city alone before the 
end of the year. The company is de- 
pending only partly upon its own agen- 
cies and is appealing to the business 
men of the city to give support to a 
home company. 

At a meeting of 30 business men at 
luncheon the other day these men signed 
tp to write $250,000 of insurance. It 
will either be written on their own lives, 
or on the lives of friends or business 
associates. These men simply guaran- 
teed that much face value of business 
within the next ten weeks as a nucleus 
around which the company will build its 
campaign for a million in Topeka. Most 
of the business Will be written without 
commissions and the company will be 
able to build up a large and special re- 
serve from the first premium payments. 
One of the strong’ talking points is that 
all of the money will be invested in 
lecal securities. 


Home of Arkansas Opens Campaign 


The Home Life of Little Rock, Ark., 

which opened November with $18,000,- 
00 of business in force, has set aside 
November as Hampton month in honor 
ot John R. Hampton, secretary of the 
Home Life and vice-president of the 
other affiliated Home companies, the 
Home Fire and the Home Accident. 
he company is planning a record pro- 
duction for November which it is ex- 
pected to maintain through December 
and close the year with one of the 
gteatest production records ever made 
i Arkansas. The gain in business in 
force for the first ten months of the 
year has been $5,000,000, alone a record. 
2 is intended, however, to add another 
*1,000,000 at the least and possibly 
$2,000,000 before the close of the year. 
he company is making great strides 
and its record of an increase of $4,000,000 
in the ten months, bringing the total in 
lorce to $18,000,000, is an enviable 
achievement, 


Building Well Under Way 


The new $500,000 building of the 
oe twestern National Life in Minneap- 
“a facing Loring Park, is now well 
ter tr way and enclosed so that win- 
hi work may be continued. The build- 
he 8 an imposing stone structure, and 
.© Company hopes to occupy it by next 
7 The building now occupied by 
. company at Nicollet and Eleventh 
“eet has been sold. 


BIG AMOUNTS INVOLVED 


GIBBS CASES GO TO TRIAL 





Equity Proceedings Instituted by Mis- 
souri Life Companies at Kahoka, 
Mo., Dismissed 





Judge Pettingill of the circuit court 
at Kahoka, Mo., has dismissed the suits 
in equity instituted by the Missouri 
State Life, Kansas City Life and Inter- 
national Life to cancel their policies on 
thhe life of Lonnie Gibbs, cashier of the 
Kirksville, Mo., Trust Company, who 
shot and killed himself last March. 
Gibbs was short approximately $468,000 
in his accounts at the time and carried 
$600,000 of insurance. His insurance 
has since been assigned to make good 
his shortage at the bank. 

In ruling against the companies in 
the equity proceedings Judge Pettingill 
expressed theh opinion that they had 
ample recourse in law, and that the 
same facts as to the manner in which 
Gibbs obtained his policies and later 
shot himself should be presented as a 
defense to the suit filed to collect on 
his policies, 


Companies Resist Payment 


He carried $125,000 with the Missouri 
State Life, $40,000 with the Kansas City 
Life and $5,000 with the International. 
The Aetna Life is also resisting in the 
federal courts an attempt to collect $75,- 
000 on a policy issued to! Gibbs. For 
having that case transferred to the fed- 
eral court Superintendent Hyde threat- 
ened to throw the Aetna out of the 
state, but the United States district 
court at Kansas City issued a perma- 
nent injunction against him in the mat- 
ter. he policies with the Missouri 
State, Kansas City Life, International 
and Aetna were all taken out in July 
and August, 1922. The other insurance 
on Gibbs’ life had passed the contest- 
able period when he shot himself. 

The suits against the Kansas City 
Life and the International will come up 
for trial at La Platta, Mo., late in No- 
vember, while the Missouri State case 
is docketed for Nov. 26 at Unionville, 
Mo. However, owing to illness of coun- 
sel for the plaintiff all cases probably 
will be postponed. Attorneys for the 
companies are endeavoring to have all 
the cases consolidated to save time and 
expense, as the issues are the same in 
each instance. 

The companies’ defense is that Gibbs 
obtained the policies by false and mis- 
leading statements and that he took out 
the heavy insurance in contemplation 
of suicide and killed himself in further- 
ance of his plan to defraud the insur- 
ance companies. 


Indiana National to Disburse 


The Indiana National Life, which was 
recently purchased by the Inter-South- 
ern Life of Louisville, has been ordered 
by the superior court in Indianapolis 
to distribute the proceeds of its sale 
The Inter-Southern paid $380,000 in 
cash for the business of the Indiana 
National Life, which was in receiver- 
ship under Fred S. Sims. The court 
order now calls for payment of $14.30 
for stock of $5 par value. There are 
21,000 shares. The court has granted 
the receiver $25,000 and his attorneys 
$35,000. 


Hold Sectional Conventions 


President E. W. Randall and Vice- 
President O. J. Lacy of the Minnesota 
Mutual Life are on an agency trip hold- 
ing sectional conventions. On Monday 
they had their three Chicago general 
agencies together. From Chicago they 
went to Memphis. From there they will 
journey to Dallas, then to Oklahoma 
City and Kansas City. The Minnesota 
Mutual will not hold a general agency 
convention owing to these regional 





meetings. 











MUTUAL LIFE 


ite GLOB INSURANCE COMPANY 


OF CHICAGO, ILL. 
Results for 1921 


Gain in interest income over last five years 1 


Gain in income over last five years 590 


Gain in admitted assets over last five years 503 
Gain in insurance in force over last five years 250% 
Average Gain over last five years 661% 


The above figures are the results of the highest grade of service te 
policyholders and representatives. The latest is 


CLAIMS PAID BY TELEGRAPH 
It Is the Last Word in 


SERVICE 


T. E. BARRY, President, General Manager and Founder 


—— 
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“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 








To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 
H. M. HARGROVE - President 


Beaumont, Texas 











24,856 CLAIMS PAID IN 1922 


Most of the 24,856 claimants to whom we paid indemnity of $1,514,- 
924.33 for loss of time from injuries or illness are still reg to 
their insurance 


. These 
to avail himeelf of a cordial introduction to the claimant's friends, or to 
provide the claimant himself with the additional life protection he intends 
to take sometime. 





We use more good men to help deliver the 27,000 claim drafts we 
will isoud during 1923. If you want to make MORE MONEY a letter with 
will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 
KANSAS 


W. T. GRANT, President CITY, MISSOURI 








1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


OF IOWA 


A Co of Stabili d Progress, 
“0 ety and Liberality 
Admitted Assets Insurance in Force 
SS eae seeded $12,431 ,725.00 $ 67,326,327.00 
Be, Sneaks ctainnes dean 44,995,738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 
Address:—Home Office: Des Moines 








Acacia Mutual Life Association 
Formerly the Masonic Mutual Life Association of the District of Columbia 
Insurance in Force, over $135,000,000.00 Assets over $8,000,000.00 


income for life to permanent Acacia Agents. Real Home Office Coo 
WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 























THE NATIONAL UNDERWRITER 


November 8, 1923 























HE Chicago National 
Life Insurance Com- 
S877] pany has special in- 
—Z) ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 
influence of 1200 stockhold- 
ers in both States. 





Five thousand leads received last 
month from our stockholders. 


Chicago National Anderwriters Co. 
GENERAL AGENTS 


202 So. State St. Chicago, Ill. 














PROSPECTS 


We are giving them to our 
salesmen at the rate of 





40,000 per Year 
We Help Our Salesmen 








Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 




















HE FAVORS CITY LOANS 


PRESIDENT DUFFIN’S VIEWS 


Head of Inter-Southern Life of Louis- 
ville Is Not in Favor of Farm 
Mortgages 





James R. Duffin, president of the In- 
ter-Southern Life of Louisville, has built 
his company from a financial standpoint 
on the basis of city investments. Mr. 
Duffin is one executive who does not 
hesitate to say that he is not in favor of 
farm mortgages for a life company in- 
vestment. He inherited some farm 
mortgages from companies that the In- 
ter-Southern absorbed. However, he 
states that not one dollar has ever been 
invested by his directors in farm mort- 
gages. 

President Duffin declares that in his 
opinion loans on city property are far 
more desirable and much less difficult to 
collect. He asserts that farm mortgages 
that the Inter-Southern inherited have 
caused him more trouble than all the 
rest of the investments. President Dut- 
fin has made the Inter-Southern Life 
fundamentally an urban company. 


City Business More Desirable 


He says that city and town business 
is much more desirable, is less liable to 
lapse and the premiums on it are more 
easily collected. The city people, he 
said, are much more interested in insur- 
ance and really have more reason for in- 
suring their lives. Business in the cities 
is more complex. The big deals are 
pulled off in the cities. The largest 
policy carried by the farmer would be 
considered small in comparison with 
many of the medium sized policies car- 
ried by city people. President Duffin 
says that naturally his agents get some 
farm business but he is not anxious for 
it. He thinks that investments, agency 
work, and in fact everything in connec- 
tion with life insurance is more adapt- 
able to urban communities than rural. 


Having Excellent Year 


The Inter-Southern Life is having a 
very excellent year. It has written $21,- 
000,000 in new business. Next year 
President Duffin declares it will write 
$25,000,000. He is not in favor of any 
hot house stimulation or follawing 
methods that produce a forced business. 
President Duffin asserts that the Inter- 
Southern will be content to go along 
quietly and conservatively. However, 
the company is being built on a very 
solid basis. 


Provident Promotes W. D. Cross 


Walter D. Cross, who has been with 
the Provident Mutual Life for 22 years, 
has been given the title “assistant to 
the manager of agencies,” following the 
death of Thomas Hill, superintendent 
of agencies. Franklin C. Morse is still, 
as he has been for some time, manager 
of agencies. Mr. Cross has held several 
positions in the Provident, including 
first premium clerk and assistant to the 
manager of the Philadelphia agency. 
He also has been a big producer. Dur- 
ing the war he was “pinch hitter” for 
the company’s general agency at Salt 
Lake City, Utah, temporarily replacing 
the general agent who was with the 
American Expeditionary Forces. 





agent can think favorably of that institution. 
through a permanent connection. 
the representative in the long run. 


J. H. Leffler, Acting President 
MUN 











The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 


Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
Permanent success can only be attained 


The companies that stay are the companies that pay 


WESTERN RESERVE LIFE INSURANCE 


John W. Dragoo, Secre Harry H. Orr, G al 
1E. INDIANA 


co. 














TRUST PLAN IS AN AID 


COOPERATING WITH AGENTs 


Guaranty Trust Company of New York 
Explains “Trusteeing Your 
Insurance” 





NEW YORK, Nov. 7.—The Guar. 
anty Trust company of New York js 
conducting an extensive advertising 
campaign in the city of New York t 
increase its trust business on life insur. 
ance estates. A very complete bookle 
has been printed explaining “Trusteeing 
Your Insurance” in every detail. It js 
a clear exposition of the case and a val- 
uable sales document. The first adver- 
tisement has already appeared in the 
New York papers. It carries the head- 
ing “Life Insurance Creates Estates— 
Our Trust Plan Protects Them”. It 
then goes on to explain briefly the ad- 
vantages of the insurance trust giving 
as the most important the following: 


Sum Up Advantages 


“First, there is the elimination of the 
risk of loss which the receipt of insur. 
ance in a lump sum frequently involves; 
second, the plan is flexible, allowing you 
to direct the payment of extra amounts 
in certain emergencies, or to set aside 
funds for specific purposes; third, the 
plan is simple, involving merely the de. 
posit of your policies with us and the 
execution of an ordinary trust agree. 
ment.” 

This ad has been very successful in 
obtaining requests for the booklet 
These have come from insurance con- 
panies as well as from business men, 
It is of course the latter that the trust 
company is aiming at particularly and 
these inquiries are followed up with a 
personal call shortly after the booklet 
has gone out. Banks have found that 
the trust department requires salesmen 
just as life insurance companies have 
found out that life insurance cannot be 
sold by mail. There is a good deal of 
educational work for life insurance being 
done by the Guaranty Trust Company 
and banks of the kind that are pushing 
the life insurance trust estate. 


Cooperate With Agents 


The banks are willing to cooperate 
with life insurance men who want to 
know how the trust plan can help them 
get business. A life insurance agent 
who was working on a complicated in- 
heritance tax schedule the other day 
called at the Guaranty Trust Company 
and a man in the trust department went 
over his case very carefully with him 
and helped him out on several hard 
points, The life insurance agent was 
also able to give some information to 
the trust company which was valuable 
in this life insurance trust work, 


Alabama Qualifications Bill Fails 

The agency qualifications bill pending 
before the Alabama legislature, which 
had the support of both life and fire i 
surance companies operating in the statt 
failed of passage as the result of being 
jammed on a clogged calendar in the 
closing days of the session. It had 
passed the senate 29 to 2 and had beet 
favorably reported in the house. Ther 
was no real opposition to the bill, but“ 
was found impossible to get it advance? 
on the calendar far enough to allow 
action before adjournment. 


Revoke Licenses in Wyoming 


The Wyoming department revoked 
the licenses of two agents of the Mou 
tain States Life in November, Messts 
Coddington and Jg@ nson, who hav 
been selling stock with life insuranc 
in Wyoming. The agents started sw 
to compel the commissioner to restot 
their licenses. The case will be argue 
in a few days. The Mountain Staté 
declares that these two agents had ™ 
authority to offer stock as no stock ® 
being sold at this time. 
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Value of “Prospecting for Prospects” 
Told by E. S. Albritton in Speech 


Before the Indianapolis Association 


as important as selling to prospects 

was the burden of the message 
brought to the Indianapolis Association 
of Life Underwriters at the monthly 
meeting last Friday by E. S. Albritton 
of Dallas, Tex., general agent of the 
Minnesota Mutual Life. Mr. Albritton 
fulfilled the promise of President Frank 
L. Jones of the Indianapolis association 
in bringing to its members one of the 
most practically helpful addresses on a 
life insurance topic to which they had 
ever listened. In introducing Mr. Al- 
britton Mr. Jones explained that he had 
left the vice-presidency of the Minne- 
sota Mutual Life to go into the field 
that he might try out to his own satis- 
faction some theories he had of life in- 
surance selling. He is the head of a 
general agency now producing over 
$5,000,000 of business annually and of 
that his own personal production is in 
excess of $1,000,000. 


Must Make Self 
Ready for the Work 


Speaking to the topic, “How to Pre- 
pare for Large Production,” Mr. Albrit- 
ton asked the question, “What does it 
mean to prepare for anything?” Answer- 
ing the query he said it means “to make 
one’s self ready for the largest produc- 


Ts AT prospecting for prospects is 


tion of which he is capable.” In mak- 
ing such preparation, he said, “you must 
know, first, how to work; second, how 


to secure prospects; third, how to in- 





fluence your fellowman; fourth, you 
must have an urgent desire to succeed 
in this business. 

“Unless a man is willing to do a full 
day’s work, an agent will soon find him- 
self on the junk pile or dropping into a 
rut which is a condition in which many 
agents find themselves.” He said that 
the secret of successful work in life is 
the ability to do a week’s work every 
week end to finish each week’s work. 
What has gone before should not be 
looked back upon nor should too much 
thought be given to what is to be done 
next week but each week should be 
cleaned up as one goes along. “You can 
buy success,” he declared, “any man can 
buy it—if he will pay the price.” 


Prospects Constitute the 
Agent’s Big Essential 


” 


“Know your prospects,” he urged. 
“The word prospect, however, is the 
most abused word in the life insurance 
business. Many agents have no pros- 
pects. I won’t go into the old distinction 
between a ‘prospect’ and a ‘suspect.’ An 
agent without prospects is like a shep- 
herd without sheep, or a comparison 
which you will catch still more readily, 
a banker without depositors. A _ pros- 
pect with me is one with whom I have 
created enough interest to secure a con- 
tact which will open the way to a real 
interview either at once or soon in the 
future. 

“In our agency (it is a partnership) 





we require our agents to devote at least 
one-third of each day to prospecting for 
prospects. This is a process of elimi- 
nation of those who are not real pros- 
pects. Eliminate all men who are not 
fairly prominent, with good incomes and 
with dependents. Men with responsi- 
bilities are the best prospects. As to age, 
all insurable aves are to be considered 
but we favor the ages from 30 to 49. No 
man is a prospect if a man with whom I 
cannot have some point of personal con- 
tact. I believe in soliciting my friends. 
If you have not enough to keep you 
busy get more. Confidence is necessary 
on the part of the prospect and this is 
best established through friendship. 


Prospecting and Selling 
Are Separate Phases 


“W hen prospecting for prospects,” he 
said, “we instruct our men not to try 
to sell insurance. Selling is hard work 
—prospecting for prospects is a real 
pleasure. I go into a man’s office. I 
say, ‘I’m busy today; I know you are 
always busy. I want just two or three 
minutes of your time.’ With this intro- 
duction I pause. He knows I cannot at- 
tempt to write him for life insurance 
in that short time and if I go over the 
time I have asked for I have made my- 
self out a liar and have lost his confi- 
dence. In 99 cases out of 100 his re- 
action will be to ask me, ‘Well, what can 
I do for you?” What more can a sales- 
man ask for than such a question? I am 
careful not to ask directly for what I 
want—his age or other information. 
With a word regarding his family I 
lead to what I want to get, his age, his 
present insurance program or any other 
information desired. I leave promptly 
within the time limit I have set for my- 
self but‘as I reach the door I pause and, 








E. 8. ALBRITTON, Dallas, Tex. 
General Agent Minnesota Mutual 


as an afterthought, ask ‘What time of the 
day are you least busy or what day in the 
week’ is the best to see you?’ All this 
essential information is then entered on 
the man’s prospect card which I have 
with me but have kept in my pocket. 


Preliminary Interview 

Is Easily Gained 

“Sometimes I vary my approach. I 
may call up the man by phone, saying, 
‘I’m coming down to see you for two 
or three minutes, around ten o'clock. 
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‘Nothing humbler than ambition 
when it is about to climb.”’ 


Benjamin Franklin, the greatest American 
authority on ambition, made that observa- 
tion; and with equal truth he might have 
added that nothing is more aggressive in 
gaining its end, nor more conservative in 
its choice of means to that end. 


The Franklin has a splendid tradition for 
“Aggressive Conservatism.” Organized 
to render practicable the highest ideals of 
life insurance, it has maintained among 
its underwriters, as the first essential, the 
highest ideals of service—ambitious serv- 
ice. 

That other wonderful idea worded, “He 
profits most who serves best,” has been 
practiced by this company since 1884. 
Our men know it is true. 


The Franklin Life Insurance Company 


Springfield, Illinois 








An Old Line Legal Reserve 
Company has desirable General 
Agencies available in Illinois 
and Missouri for men who can 
furnish records as producers and 
This is an unusual 


organizers. 


opportunity for the right men. 
Address 


National Underwriter 
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There’s something I want to ask you 
about. Will it be all right?’ Although 
he knows I sell insurance, for I never 
attempt to disguise my business, he 
also knows that I cannot expect to sell 
him any insurance in such a short time 
and it is seldom I am denied a call. 
Then ,when I do arrive at his office, I 
have a definite appointment and can go 
right in to see my man, I also believe 
in the use of a letter for the same pur- 
pose, but it must bé short as you can 
make it. It need not be more than two 
or three lines long and the envelope in 
which it is mailed should be marked 
‘personal.’ If permission to call is not 
given, consider the case as not a pros- 
pect.” 

The value of a smile for battering 
down resistence was emphasized by Mr. 
Albritton and, incidentally, his own 
smile was a good demonstration of what 
such a selling asset should be. 

“You must know your business,” he 
declared. “Not the actuarial science, 
though that is good to know, but, now 
that you have your prospects, the thing 
to know is what to do with them. In 
any case you must give a special study 
to each case regardless of the size of 
the possible policy or the form of con- 
tract. If you are prepared to approach 
the prospects you have secured you will 
shoot an arrow to the mark but if you 
are not prepared you will throw a boom- 
erang which will return and knock you 
cold for the rest of the day. You must 
prepare your cases if you are to interest 
your prospect. Because he regards you 
an authority in your line you predomi- 
nate his thought on the subject you 
are presenting. ’ 


Convincing Arguments 
Cannot Fail to Sell 


“The art of closing involves the prob- 
lem of influencing your fellow man. The 
study of psychology is helpful. It is the 
study of the human soul and is one of 
the guiding factors in selling life in- 
surance. The successful lawyer does an 
immense amount of work in preparing 
for a case. His aim is to present his ar- 
gument so thoroughly and definitely that 
there is but one logical conclusion finally 
for the jury.” 

The insurance salesman should study 
his cases in the same way, the speaker 
said. He should be intensely in earnest. 
To illustrate this he gave a recent ex- 
perience of his own. He was soliciting 
a man whom he knew well and a man of 
large income. His prospect had three 
children, the same number as has Mr. 
Albritton himself. He had been pre- 
senting his proposition most earnestly 
for several minutes when his prospect 
interrupted him to say, “Say, Albritton, 
whose children are you trying to insure, 
mine or yours.” “Yours, of course,” re- 
plied Mr. Albritton. “Well, I just 
wanted to be sure,” said the prospect, 
“because a number of times you have 
used your own little daughter’s name in- 
stead of mine.” Then he asked Mr. Al- 
britton, “How much life insurance do 
you carry yourself?” Mr. Albritton 
named the amount and the man ex- 
claimed, “Why, that is twice as much as 
you are quoting me. Double the amount 
you are suggesting for me and I will 
take a policy.” 

The secret of success, he said, lies in 
the willingness to sacrifice the good 
things of today for the good things of 
tomorrow. “It is well to have a vision 
of what life insurance selling can do for 
you in the development of your own 
life,” he said. He closed with a remark- 
ably effective word picture of the ideal 
business and home life to which every 
life insurance salesman has a right to as- 
pire. 


Brief Symposium 

on “Prospecting” Given 

A brief but meaty collateral program 
was put on by Dan Flickinger of the 
John Hancock Mutual Life, who led off 
in a symposium of half a dozen two min- 
ute talks on “How to Secure Prospects.” 
In his own comment he pointed out that 
there are so many prospects for the man 
in the business the hard thing is to find 
time to see them. The agent who is 
most concerned over the extent of his 
territory is making a mistake. In his 





own work he said that he had used the 
blotter system to good advantage in de- 
veloping prospects. 

Chester Albright of the Northwestern 
Mutual said that it was good for the 
salesman to assume the attitude of a 
stranger in the community because if 
he lets his supposed knowledge of pros- 
pects influence him he will be likely to 
stay away from real prospects because 
he thinks many other agents are work- 
ing on them. 

V. E. Beamer, of the Equitable of 
New York, said that old policyholders 
are a good source of new prospects. 
From them the names of friends may be 
secured for whom a similar life insurance 
service may be performed. He also 
stated that one who might be a prospect 
for one agent might not be for another. 

Harry Mason of the Penn Mutual 
stated that he got many good leads di- 
rectly from the report of the medical 
examiner, especially the names of the 
brothers of the assured, with ages and 
other information he could use. The 
agent can get the helv of the new policy- 
holder when the policy is delivered. 

W. Irving Palmer of the Indianapolis 
Life spoke of three general lines of pros- 
pects, people the agent knows that are 
insurable, people from whom prospect 
leads may be obtained and, third, 
straight cold canvassing. He said that 
cold canvassing serves a double purpose, 
it produces some business and also 
makes it seem easy when one returns to 
work on his known prospects. 

Joel Traylor of the John Hancock also 
spoke in favor of the use of information 
to be obtained from medical examiner 
blanks as to brothers of the newly as- 
sured, and gave suggestions on how 
this detail work may be done by clerks 
in an office for the bentfit of its sales- 
men. 


WHAT BUREAU FINDS 
AS TO NEW AGENTS 


(CONTINUED FROM PAGE 1) 


Lelief that the bureau could study the 
problem of field management in a way 
which had never previously been cov- 
ered, and that it could collect all kinds 
of information which would be of value 
to individual companies as well as to in- 
dividual managers. It was recognized 
at the outset that much work had been 
put on the study of the job of the solic- 
iting agent and that all sorts of cor- 
respondence courses and schools had 
been created to properly instruct him. 
But in all that time very little work has 
been done in studying first, what the 
managers did, and secondly, how they 
did it. Mr. Shephard’s series of pamph- 
lets published a few months ago is an 
example of what one individual com- 
pany is desirous of doing in the instruc- 
tian of its managers, 


Analyzed Work of Managers 


The Bureau analyzed carefully the 
work of about 60 managers all over the 
United States and Canada, Mr. Hol- 
combe discussed three of the principal 
problems which faced the manager. 
First, finding prospective agents; sec- 
ond, selecting agents; and third describ- 
ing the job to prospective agents. 

“It is remarkable,” said Mr. Hol- 
combe, “to find that a group of man- 
agers whom we investigated admitted 
that they spend less than one-tenth of 
their time on the matter of getting new 
men. Yet many of these managers were 
saying that they had great difficulty in 
adding to their force and that it was 
their biggest problem.” 

Bringing Friends in Work 


Mr. Holcombe emphasizes the fact 
that no manager can legitimately claim 
inability to find new men if he spends 
less than one-tenth of his time on the 
problem. The Bureau learned that there 
was one source from which to recruit 
new men which was unquestionably the 
best of all—namely, from the present 
agency force. In other words, if a man- 
ager can instill in his present agents 
a desire to bring their friends into the 
agency he will have more than he can 
take care of. Mr. Holcombe said that 





some managers had endeavored to en- 
courage their men to bring in their 
friends by offering a financial reward, 
but that the greatest success seemed to 
have been achieved not by offering such 
a bonus to the older men but simply by 
building up in them a spirit of loyalty to 
the company and the manager such that 
they would naturally of their own voli- 
tion bring in their friends, 


Advertising for Agents 


Another way which the Bureau found 
to be in successful use by some agencies 
was to advertise in the daily papers for 
new agents. This method, however, 
should be carefully considered before 
being used, as one agency which was 
investigated had secured 1800 responses 
to a single advertisement, and was so 
over-run with work in handling the 
replies that they considered the effort 
hardly worth while. An advertisement, 
however, can be written which will 
bring in desirable men and eliminate the 
undesirables. 


Fails to Look for Agents 


Mr. Holcombe stated that many agen- 
cies made a regular practice of circular- 
izing their policyholders in order to se- 
cure new men, and some addressed med- 
ical examiners in the same way. The 
weight of evidence, however, was that 
the latter did not give as good results 
as many other methods. He also em- 
phasized the fact that the reason the 
problem often was nut properly solved 
by the manager in the field was that he 
did not give his best to it. The man- 
ager constantly urges his men to be on 
the lookout every minute of the day for 
prospects, but at the same time he fails 
to be on the lookout for prospective 
agents. When the manager in the field 
is educated to look for new agents as 
constantly and as successfully as the 
agent looks for prospects to whom he 
can sell insurance, he will have all the 
new men that he needs. 


Getting Preliminary Data 


In the matter of selecting agents it 

was the Bureau’s experience that the 
managers who secured the best results 
were those who required each new man 
—first, to fill out an application blank, 
second, to see the manager in more than 
one interview, and third, to have their 
record checked up both through the 
references which they gave and through 
a Retail Credit report. If all these 
sources are used thoroughly, the mana- 
ger should have information which will 
go a long way to give him a sound basis 
on which to select his men. 
_ Agents have been educated for years 
in the proper way of presenting to a 
prospect the advantages of carrying life 
insurance, and the manager has a simi- 
lar problem in presenting to the pros- 
pective agents the advantages of repre- 
senting his company and his agency. 

“Many managers,” said Mr. Hol- 
combe, “have only a very general and 
ill-considered idea of how to present the 
job to a new man. They trust to chance 
rather than careful thinking of how they 
are going to do it. The result is that 
many men who might be attracted to 
the business under favorable conditions 
never enter it.” 

The first matter to be covered in 
describing the work of the life insur- 
ance agent is to emphasize the fact that 
life insurance selling is a real social ser- 
vice and any manager can describe cer- 
tain cases which have come to his no- 
tice proving service which life insurance 
has been to a widow and her children 
or to a business concern. The second 
point which is always desirable to em- 
phasize is the financial return which a 
life insurance agent secures. The Bur- 
eau has recently prepared tables show- 
ing the income secured by an agent as- 
suming that he writes a certain amount 
each year, that he increases this amount 
with experience, that he has certain re- 
newals, and lastly that he suffers a cer- 
tain rate of termination. These figures 
give to the new man a concrete picture 
of what he can expect if he contributes 
the first essential—namely, hard work. 

Other talking points which the man- 
ager would use after having carefully 





thought them out in advance are: i 
pendence of the job, constantly incre 
ing number of new uses for life in 
ances, ease of getting started, etc. 
But one of the chief things wh 
every manager should be sure to inc 
in his selling talk to a prospective a 
is a description of the so-called negaf 
side of the job—that it is hard 
that the hours are long and that the } 
iness is full of discouragements. 
“It is better,” said Mr. Holcombe, 
tell this to the man in advance raf 
than to have him find it out later 
became thoroughly discouraged.” 
In conclusion, Mr. Holcome emg 
sized the following points as worthy} 
attention of all managers: first, to k 
looking at all times for new men; 
ond, never close with the applicant 
the first interview; third, state the q 
culties frankly; fourth, organize 
presentation of the advantages of 
agent’s contract with as much care 
you organize the selling talk on a 
icy; fifth, be absolutely sure to see 
man’s wife before he secures a cont 


Continental Is Going Strong 


The Continental Life of St. Louis 
a daily bulletin on the counter of 
home office showing the progress 
company is making on new business 
count. This shows that from Jan. 
Oct. 29 the company had written 
636,582, a gain of $7,720,105 over 
same period for 1922. In St. Louis 
the year to Oct. 29, $1,807,871 has } 
written, a gain of $888,871 over 
same period in 1922. 


International L. & T. Rally 


Twenty-five salesmen of the Mi 
Dollar Club of the International 
& Trust at a sales campaign session 
Moline last week, attended by Min 
sota, Illinois and Iowa agents, heard 
B. Parsonage, manager of the Je 
Deere wagon works; L. N. Burns, 
cently elected president of the Mo 
Chamber of Commerce, and Rev. S. 
Edmonson at Lake Forest, IIL, 
known inspirational speaker and forn 
Chicago city manager for the Illi 
Life. N. E. Lyons, Davenport, has be 
elected president of the Million Do 
Club and Charles Wright, Moline, sed 
tary. Joe Bodeen, assistant supervi 
is directing the campaign. 


Melin With Modern Life 


J. O. Melin, deputy state insura 
commissioner of Minnesota, has 
signed to become agency manager. 
the Modern Life of St. Paul, of whi 
former Governor J. A. A. Burnquist 
president. Commissioner George 
Wells announces the advancement of 
T. Lindahl to the position of dep 
commissioner, and the appointment 
C. R. Gove of Minneapolis as an @ 
aminer to fill the position formerly } 
by Mr. Lindahl. : 

Mr. Melin has been with the Mim 
sota department since 1897, with 
exception of a few months when he 
connected with an insurance compa 
at Winnipeg. 


Standard Reelects Officers 


All officers of the Standard Lite ¥ 
reelected at the annual election of ¢ 
cers held at the charter office in 
catur, Ill., Oct. 25. The home 
was removed to St. Louis about 
years ago. 

During the year the Standard 
has greatly strengthened its agency 
ganization and increased its annual ¥ 
ten volume from $6,000,000 to $24 
000. It is hopeful of attaining ™ 
than $30,000,00 in 1924. 
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Central Life’s Dubuque Meeting 


Fifty-three agents of the Central 
of Des Moines, under the general ag 
directed by E. L. Gofford of Dubut 
Ia., were his guests there at a lunch 
and dinner last week. followed by 4 


ater party. Oliver C. Miller, presi¢ 
Dr. T. C. Denny, secretary, and & 
Buck, superintendent of agents, all fi 
the home office, were speakers at 
business sessions. 





